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ion SECURITY: An institution owning a Billion and a half INSURANCE IN FORCE 
neral of conservative investments, diversified in character and ; samen 
widely distributed geographically, benefiting every State 
ermina throughout the Nation. 


REPRESENTATION: A nation-wide agency organiza- 
tion of trained underwriters, and with branch offices in 
every large city. 


















































FOUNDATION: An Institution built on sound mathe- 


matical principles. 




















STABILITY: Tested by wars, financial panics, epi- 
demics and economic upheavals. During the past three 
years The Equitable has again demonstrated its great 
ability to perform and live up to its motto— 
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THE NATIONAL UNDERWRITER Life Insurance Edition. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. 
per year, 15 cents per copy. 
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INSURANCE POLICY-OWNERS HAVE REASON TO BE GLAD ' 


THAT HE IS THAT WAY » » » ATNA LIFE, HARTFORD. 
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© BE SURE, THE LIFE INSUR- 


ANCE SALESMAN IS A RESOLUTE FELLOW. HIS PATIENT 
PERSISTENCE HAS COME TO BE AN IDENTIFYING CHARAC- 
TERISTIC. YARNS, WOVEN ABOUT HIS TENACITY, GO THE 


ROUNDS. YET THE GRUFFEST PROSPECT MUST ADMIRE — 





PERSEVERANCE IS PURE PLUCK. HIS ENDURANCE IS GRIT. 


PERSISTENT? YOU BET HE IS! AND. . . INNUMERABLE LIFE 
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Duffield pee 
Prudential Rally 


Cites Stabilizing Influence of Life 


Insurance in Addressing 
Supervisors 


TELLS COMPANY RECORD 


All Demands Were Met Without Em- 
barrassment and Liquidity Was 
Greatly Increased 


NEWARK, April 19.—The part life 
insurance has played in the stabilizing 
of America and Canada during three 
years of distress was the theme of an 
address of welcome delivered by Ed- 
ward D. Duffield, president of the Pru- 
dential, before more than 500 field rep- 
resentatives at the opening session of 
their annual business conference. 

Referring to the fact that during the 
troublesome period the Prudential had 
disbursed to policyholders and _bene- 
ficiaries, exclusive of policy loans, the 
sum of $1,650,000,000, Mr. Duffield 
pointed out that this vast sum had been 
distributed when “men needed the 
money most.” He also announced that 
the Prudential’s assets at the end of 
1933, a total of $2,835,000,000, showed 
an increase of $568,000,000 since the 
close of the year 1929. 


No Need to Worry 


“You need not worry about the in- 
vestments of the Prudential. If you 
will measure the securities that we have 
by the tested value, you will find that 
we hold today securities adequate to 
meet our obligations to the last farth- 
ing.” 

The same careful investment practice, 
Mr. Duffield pointed out, had prevailed 
in the making of mortgage loans on 
both farm and city property. } 

“Without embarrassment,” he contin- 
ued, “and without the sale of securities 
We not only met the demands upon us 
for cash but we doubled the amount of 
cash with short-term government secur- 
ities which we hold in order to meet 
any increasing demands. 

“At the end of the period in question 
we not only had met our obligations 
Promptly but we were in a position of 
gteater liquidity than we were when 
the demand began to increase upon us 
for policy loans and cash surrenders.” 

An earnest plea for more careful and 
considerate supervision of agents was 
made by Mr. Duffield. 

Vice-President Franklin D’Olier was 
the second speaker at the session. 

“In the last two years,” he said, 
have distributed in policy loans and oak 
Surrenders alone more than $500,000,000 
—Money which to most of the persons 
Who received it was the last defense 
against the bread line. 

“Even last year, during this great 
(rain, we were able to meet all of our 
obligations and to increase our govern- 


Meeting of Life Office 
Management People Held 





EFFICIENCY IS EMPHASIZED 





Rowland Says Management Must Pro- 
vide Security for Workers and 
Good Living Standard 





NEW YORK, April 19—There ap- 
pears to be emerging an implication that 
the future responsibility of management 
will include not only rendering of a 
public service at a reasonable price, but 
also the provision of economic security 
for workers under conditions in keeping 
with accepted American standards of 
living, Secretary F. L. Rowland of the 
Lincoln National Life declared at a 
meeting of the Life Office Management 
Association. Mr. Rowland said he per- 
ceived no evidence of desire on the part 
of the people or the present administra- 
tion to enter into or control private 
business just for the sake of creating a 
socialistic state, but that such tendencies 
might be expected in cases where pri- 
vate business has violated these two re- 
sponsibilities. 

Much economic waste is due, he said, 
to the failure of industry and the pub- 
lic school systems to coordinate their 
activities. 

Aetna Life Efficiency 


Dr. Marion A. Bills, assistant secre- 
tary Aetna Life, described the work 
done in promoting efficiency in her com- 
pany and experiments that have been 
carried on elsewhere, particularly in re- 
gard to the effect of noise and lighting, 
in motion-study for increased efficiency, 
and in the use of psychological meth- 
ods in ironing out the personal prob- 
lems of workers. 

Speaking on the importance of know- 
ing how to interview employes and 
candidates for positions, she said studies 
had shown that the interviewer usually 
did far too much of the talking, even 
though he was usually not aware of it. 
She recommended the use of an inter- 
view as the only way to give the inter- 
viewed person an adequate opportunity 
to express himself. The studies also 
showed that the candidates who talked 
least tended to be those who were hired, 
a condition obviously unfavorable to get- 
ting the most complete picture of job- 
applicants. 

Medical Department Help 


Life insurance medical departments 
are in a position, through periodic health 
examinations of home office employes, 
to do a great deal to popularize such ex- 
aminations and also to determine the 
advance significance of symptoms which 
may or may not be important, but about 
which not enough is yet known to make 
them valuable as guides, Dr. B. T. D. 
Schwarz, medical director Bankers Na- 
tional Life of Jersey City, said. 

A central planning department, in 
charge of an executive with technical 
training and a diplomatic personality, 
can be the key to a very large increase 
in efficiency, R. Coombs, assistant 
secretary Aetna Life, stated. Much can 
be done by standardization, he said, al- 
though this should not mean rigid regi- 
mentation. 


Locating Primary Interest 
of Prospect Is Important 





IDEAS OF C. PRESTON DAWSON 





Speaker at Philadelphia Sales Congress 
Describes Technique Involving Use 
of Test Questions 





After outlining a proposal for life in- 
surance, a salesman should be sure to 
locate where the prospect’s primary in- 
terest lies by asking questions regarding 
each item in the proposal, C. Preston 
Dawson, production manager, W. H. 
Beers New York City agency, New 
England Mutual Life, declared, at the 
Philadelphia sales congress. 

“Some prospects,” he said, “show a 
balanced interest, but a great number 
show a marked interest in providing for 
the family, and only a casual interest in 
the retirement idea. Others show a 
marked interest in retirement and only 
a casual interest in providing income for 
the family. It is much easier to close a 
case if we know the prospect’s primary 
interest. 


Negative Swing Caused 


“These test questions result in a nega- 
tive swing on the prospect’s part. He 
will indicate that he very much is inter- 
ested in the idea but believing that the 
salesman will next ask him to buy he 
generally says, ‘However, I want to 
think this over before I come to any de- 
cision. We explain to him that our 
questions were asked only to determine 
whether he was interested and since he 
is, we then continue with the rest of the 
sales process. However, we are in a 
strong position because we have started 
the negative swing in his mind while we 
still have plenty of reserve points left to 
discuss.” 

In closing, the salesman should show 
his own enthusiasm for the proposal 
throughout the closing points. The 
salesman should expect two or three 
more negative swings of the prospect’s 
mind and these merely indicate that the 
prospect was seriously thinking about 
the plan suggested, he said. 


Life Insurance Unique 


“Time is an important factor in plac- 
ing and a positive mental attitude on the 
part of the salesman is helpful,’ he 
stated. “A prospect will not buy on the 
first attempt to secure action, because he 
is afraid of difficulties arising which will 
make it hard to finance the program; 
many prospects are accustomed to mak- 
ing their decisions in their daily work 
and as a result cannot make a decision 
quickly; and the salesman has not cre- 
ated sufficient desire in the prospect’s 
mind. I believe that too many of us are 
guilty of meeting the prospect’s objec- 
tions too quickly. When a prospect says 
he wants to wait a month because it will 
be more convenient for him to consider 
it then, we are too apt to quote a month’s 
fractional premium and expect him to 
jump at the opportunity. Rather than do 
this we should recognize ihat he has 
taken somewhat of.a negative swing and 
it is our job to rebuild desire before 
again attempting to secure action.’ 

C. H. Voorhees, counsel Connecticut 
General, told the Philadelphians a great 


March Life Sales 
Show a 23% Gain 


Ordinary Sales Increase 20.9 Per- 
cent, Life Presidents Group 
Reports 


GROUP UP 91.6 PERCENT 


Industrial Increase Is 21.5 Percent— 
—Total Gain for First Quarter 
Is 21.7 Percent 


NEW YORK, April 19.—With an in- 
crease of 23 percent in March new life 
production last month made the most 
favorable showing thus far this year. 
For the first quarter of 1934, the cumu- 
lative total was 12.7 percent above the 
amount for the corresponding period of 
1933, according to the Life Presidents 
Association. For March, the total new 
business of all classes written by its 
42 member companies was $787,628,000 
against $640,414,000 for March, 1933. 
New ordinary was $526,280,000 against 
$435,308,000, an increase of 20.9 percent; 
industrial $228,107,000 against $187,761,- 
000, increase 21.5 percent; group $33,- 
241,000 against $17,345,000, increase 91.6 
percent. 

For the first three months, the total 
new business of these companies was 
$2,101,158,000 this year against $1,864,- 
570,000 last year—an increase of 12.7 
percent. New ordinary amounted to 
$1,386,351,000 against $1,283,364,000, an 
increase of 8 percent; industrial $622,- 
031,000 against $524,473,000, increase 
18.6 percent; group $92,776,000 against 
$56,733,000, increase 63.5 percent. 

The new paid business for each of the 
first three months of 1933 and 1934 fol- 


lows: 
Ordinary Insurance 
1934 








Month 1933 7 
ne 

Jan. $ 423,573,000 $ 435,676,000 2.9 
Feb. 424,483,000 424,395,000 —.02 
March 435,308,000 526,280,000 0.9 
$1,283,364.000 $1,386,351,000 8.0 


Industrial Insurance 




















Jan. $ 168,312,000 $ 197,108,000 17.1 
Feb. 168,400,000 196,816,000 16.9 
March 187,761,000 228,107,000 21.5 
$ 524,473,000 $ 622,031,000 18.6 
Group Insurance 
Jan. $ 22,546,000 $ 32,673,000 44.9 
Feb. 16,842,000 26,862,000 59.5 
March 17,345,000 33,241,000 91.6 
$ 56,733,000 $ 92,776,000 63.5 
Total Insurance 
Jan. $ 614,431,000 $ 665,457,000 8.3 
Feb. 609,725,000 648,073,000 6.3 
March 640,414,000 787,628,000 23.0 
$1,864,570,000 $2,101,158,000 47.7 








practical chance of ever acquiring a sui- 
ficient estate, outside of what life insur- 
ance offers, to assure a comfortable old 


age and to assure bare comforts for 
their dependents for life. 
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majority of the breadwinners have no 
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Colorful Career Closes 


L. Brackett Bishop of Chicago was a 


By C. M. CARTWRIGHT 


Life Insurance Man of Manifold Parts 








A hundred and ten years ago there 
were two young men in Boston, Paul 
Bishop and Louis Brackett. They were 
fast friends and in their callow youth, 
when they, were about 19 or 20 years 
old, they made a pledge. They agreed 
that if they got married and each had 
a son the name would be hand picked. 
Louis Brackett’s first son was to be 
named Paul Bishop Brackett. Paul Bish- 
op’s first son was to be named Louis 
Brackett Bishop. The hope or the 
pledge, whatever it may be called, was 
fulfilled. Both Louis Brackett and Paul 
Bishop were married and each had a 
son, 


Eminent Life Underwriter 
in His Generation 


Louis Brackett Bishop, born in 1854, 
died last week in Chicago. He was one 
of the most eminent life insurance gen- 
eral agents of his day. He started as 
an agent with the Massachusets Mutual 
in Chicago in 1888 and was continuously 
affiliated with that company. He be- 
came associate manager and later man- 
ager, retiring from the head of the 
agency at the end of 1925. He still, 
however, maintained his connection and 
did personal business. He was not only 
eminent in his own sphere of business 
because he served the Chicago Life Un- 
derwriters Association five years as 
president, but he was prominent the 
country over and was elected president 
of the National Life Underwriters As- 
sociation. Louis Brackett Bishop and 
Paul Bishop Brackett did not meet un- 
til they had reached middle life. Mr. 
Bishop at one time was at Springfield, 
Mass., visiting the head office of his 
company. He saw on the hotel register 
the name “Paul B. Brackett.” He con- 
cluded that this must be the son of 
his father’s old time, youthful friend. He 
sought him out and found it to be true. 
Thus the two sons, whose names had 
been selected before pre-marital days 
came together. 


Romance and Novelty Were 
Notable in His Life 


This early incident perhaps is typical 
in the life of L. Brackett Bishop. There 
was a sort of romance or novelty about 
him all through his life. He was one 
of the most colorful personalities seen 
on the life insurance stage in Chicago. 
He was doing frequently the unusual 
and the original. 

We, who are newspaper people, even 
those of us who are allied with the 
more sober and less exciting trade jour- 
nalism have some dramatic episodes. My 
last call on Mr. Bishop was a fine illus- 
tration of the character of the man and 
it had its dramatic element. Mr. and 
Mrs. Bishop had spent the winter down 
in Miami. Some four years ago he was 
afflicted with shingles. Then neuritis 
set in and he had been a constant suf- 
ferer during these last four years. Evi- 
dently down at Miami a few weeks ago 
he had a premonition that his days were 
numbered. 


Desired to Return to His 
City Before He Died 


He desired therefore to get back to 
the city that he loved, see some particu- 
lar friends and then die. It was a most 
distressing journey and very painful. 
He and Mrs. Bishop got quarters in the 
Auditorium hotel and there Mr. Bishop 
lay on a bed of torment, weak, suffer- 
ing, totally deaf and sinking. He had 
Mrs. Bishop call up friends who went 
over to the hotel to see him. On Wed- 
nesday afternoon, April 4, I was called 
to his bedside. I saw that he was 
emaciated and in great agony. He told 
me frankly that he had but a few days 
to live and that he wished to see again 
a few old time friends that he had 
known for many years. He said that 











he had a last message that he desired to 
have conveyed to the life insurance men 
of the country and he wished me to jot 
down the conclusions that he had 
reached after contemplation of the 
events of the last year at federal gov- 
ernment headquarters. It was evident 
that it was a great effort for him to 
speak. He would lapse into a state of 
lassitude and then would courageously 
start to talk again. As I left him he 
said, “This will be the last time you will 
interview me. You have come to me 
dozens and dozens of times for my 
views on various subjects. Write this 
up in your paper and although I shall 
soon be gone I want you to carry on.” 


Mr. Bishop’s Final Word 
to Life Insurance Men 


Mr. Bishop’s message was written and 
published in THE NATIONAL UNDERWRITER 
of April 13, the afternoon before he 
died. The message in brief was that he 
had become convinced that federal su- 
pervision of insurance was unwise and 
that an effort should be made to 
strengthen state supervision by getting 
a very competent, conscientious . and 
honest grade of men to be heads of our 
state insurance departments. But these 
were the final words of Mr. Bishop, 
which I think will impress the whole 
fraternity most deeply; “The life insur- 
ance business is all right. It has passed 
through turmoil, trouble and trial. It 
will come out eventually in fine shape. 
I have every faith in it and in the men 
who are guiding it.” 

That was typical of L. Brackett 
Bishop. He was ever fertile and brist- 
ling with ideas. He kept thinking of his 
business and all the phases of it. He 
was not content to drift along in an 
aimless way but while he worked he 
pondered deeply. Time and again he 
sought our office when he had reached 
some conclusion on a subject that en- 
grossed him. On his trips abroad he 
would get in contact with insurance 
friends, study insurance conditions and 
on his return home he would call me 
to his office and give an interview on 
the insurance phases of his trip. 


Real Generator of Comment 
on Life Insurance Topics 


Mr. Bishop literally was a generator 
of observations and comment. He was 
stimulating in everything he said. Even 
during the last four years, when evi- 
dently he was in great physical pain, he 
continued to call at our office or write 
and give expression to some thought 
that had come to him. Last winter 
when the famous Wynekoop case of 
Chicago was occupying so much atten- 
tion in Chicago, he wrote to me fre- 
quently from Miami, commenting on 
the insurance angle and telling how im- 
position could be avoided. In his hal- 


cyon days Mr. Bishop wrote to his com- 


pany on current issues and topics and 
the Massachusetts Mutual people had 
great confidence in what he said. 

Mr. Bishop in his early days sought 
the stage and became a comic opera 
singer. He had a splendid voice. He 
would have made a name for himself in 
that line but his deafness started when 
he was a young man and therefore his 
work as a singer was greatly handi- 
capped. In those old time banquets of 
the Chicago Life Underwriters Asso- 
ciation he raised his voice and sang 
lustily because it still maintained its 
timbre. 

The manner in which Mr. Bishop 
took up life insurance had a romantic 
tinge to it. He had gone to Chicago in 
1886 and had established his home. An 
agent of the Washington Life solicited 
him for insurance and made an appeal- 
ing presentation. Mr. Bishop was in- 
trigued by the conversation and ap- 
proach of this agent. He went to Dr. 





S. L. Fuller, who was manager of the 
company, and talked over the subject of 
insurance. It ended with a flattering 
offer made Mr. Bishop to enter the field 
as an agent with a $12 a week guarantee. 
This was particularly attractive to Mr. 
Bishop at that time as his total assets 
were about $25. That same evening, 
riding out on a train on the south side 
to his home Mr. Bishop talked over the 
proposition with a friend who happened 
to be W. Treese Smith, who was man- 
ager of the Massachusetts Mutual in 
Chicago. Before the two got off at their 
station Mr. Bishop had arranged to join 
Mr. Smith’s organization as an agent. 
Mr. Bishop had never before seen a 
policy or rate book. 


Quick and Decisive in 
the Conclusions Reached 


His decision to enter the life insurance 
field was another indication of the per- 
sonal characteristics of the man. He 
was quick in his decisions and yet his 
decisions were usually wise. A good 
many years ago, one Saturday morning 
at breakfast, without having given the 
subject much thought before, he told 
Mrs. Bishop that he thought it would be 
a good idea for them to take a trip 
abroad, going to Egypt and touring 
through north Africa. On his way to 
the office he went to the steamship 
agency and found that he could secure 
quarters on a boat leaving the next 
Monday. He made all arrangements at 
his office, notified his associates that he 
was going and had to leave on a fast 
train on Sunday for New York. He 
had forgotten to telephone Mrs. Bishop 
that he could get passage. She called 
up about noon to ascertain what he had 
done and was told that everything was 
prepared. “When are we to leave?” 
asked Mrs. Bishop. “You are to sail 
Monday morning,” replied Mr. Bishop’s 
secretary, “you are to go by the 20th 
Century tomorrow in order to reach New 
York in time.” “Why this delay?” an- 
swered Mrs. Bishop. 


No Delay in Action When 
a Decision Was Reached 


Mr. Bishop was afflicted with what is 
known as “hammer toes.” This caused 
him great pain and he went to a spe- 
cialist. who after examination told him 
that he thought that it would be better 
for him to have one of his toes ampu- 
tated. The surgeon, of course, thought 
that this could be done at some time in 
the future. “Why not do it now?” 
asked Mr. Bishop, and the amputation 
was done in a jiffy. He telephoned his 
office that he would not be down that 
day and went home with four toes on 
one foot. 

Mr. Bishop was handicapped to a cer- 
tain extent by deafness especially later 
in life. A few years ago he became to- 
tally deaf and could hear nothing. In 
his roseate days he carried a trumpet 
and it was said that in soliciting he 
could hear a man anytime he said, 
“Yes,” but he never heard him say, 
Mr. Bishop got an electrical 
auditory instrument. I saw him use this 
device and then after that he cast it 
aside. I inquired what had become of 
it. His reply was as follows: ‘When I 
use that electrical machine I can hear 
everything that you do. I hear too 
much with it. You do not know how 
satisfactory it is not to hear all these 
raucous sounds, these bitter words and 
the rasping voices. I hear enough as it 
is.” So he threw away his new device 
and kept on with his trumpet. 


Mr. and Mrs. Bishop Were 
Great World Travelers 


Some years ago Mr. and Mrs. Bishop 
became great world travelers. Every 
year they would go on a tour. Both 
were enthusiasts. Both loved to get 
away from the beaten path and see the 
sights of other continents and distant 
fields. The Massachusetts Mutual was 
perfectly content to have Mr. Bishop do 
this. The officials realized that he was 
a man who lived life fully. When he 
was at work he worked with all his 
might. They felt that his trips refreshed 
him, broadened him and made him a 
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Veteran Life Manager 
_of Chicago Passes On 
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L. BRACKETT BISHOP 





L. Brackett Bishop of Chicago, for- 
mer president of the National Associa. 
tion of Life Underwriters and the Chi- 
cago Association of Life Underwriters 
died last Thursday at the Auditorium 
hotel in his city. Mr. and Mrs. Bishop 
had spent the winter in Miami. Mr. 
Bishop was afflicted with neuritis and 
his malady began to grow worse s0 it 
was thought best to get back to the 
home city. 

Mr. Bishop started as an agent of 
the Massachusetts Mutual in Chicago 
in 1888. W. Treese Smith was man- 
ager. Later Smith & Bishop were made 
managers. 

Mr. Bishop took charge of the agency 
in 1902. He had moved to Chicago in 
1886. He was born in Boston, Feb. 2, 
1854, and started his career in a whole- 
sale dry goods house in that city. He 
then went on the stage and was active 
in comic opera. For a while he wasa 
member of the Wallack Theater Com- 
pany of New York. . 

Mr. Bishop was always an enthusiast 
in anything that he undertook. He 
started in business when he was 1i 
years of age and has been prominent in 
many ways. He served as _ president 
of the National Association of Life Un 
derwriters in 1911-12 and was president 
of the Chicago association from 1900 
to 1906. 

Mr. Bishop retired from’ business, 
Dec. 31, 1925, the Massachusetts Mu- 
tual general agency in Chicago being 
taken over by Bokum & Dingle. He is 
survived by Mrs. Bishop and their son, 
Ridgeway. 

Mr. Bishop’s funeral was held Sat 
urday afternoon in the Kenwood New 
Church of Chicago. 













greater and better life insurance man. 
Mr. Bishop was not what might be 
called a successful agency builder. He 
took far more interest in personal s0- 
iciting than he did in building an agency. 
He was not qualified for agency mat- 
agement. He was too sympathetic, t00 
tender. He allowed agents to impose 
on him and take advantage of him. He 
was not a sufficiently strict disciplin- 
arian. He took a great personal in- 
terest in those in his office and his of 
ganization. He knew all about their 
personal affairs, helped them in many 
ways, was always encouraging and 4 
ways had a helping hand. e had 
ions in be olee Tar he OP 
and their families. ; 
In fact, during all his life Mr. Bisho? 
was a philanthropist. He had a smal 
immediate family but a large dependett 
one. He had a comfortable income. 
The first year he started in life insur 
ance he made $3,500. He wrote betwet! 
(CONTINUED ON LAST PAGE) 
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Northwestern Mutual Starts 
Advertising Campaign May 1 





GENERAL AGENTS HOLD MEET 





New Promotional Activities Revealed 
at Chicago Gathering—Agency Man- 
agement Problems Are Discussed 





Plans for the Northwestern Mutual 
Life’s sales promotion and advertising 
program were revealed at the three-day 
convention in Chicago, the first of a 
series of zone conferences of the Gen- 
eral Agents Association. Grant L. Hill, 
director of agencies, said a program of 
national magazine and farm paper ad- 
vertising had been authorized to begin 
May 1. While the total appropriation 
for advertising purposes was not dis- 
closed, it was evident that the program 
of Northwestern Mutual Life will equal 
in volume that of most of the life in- 
surance companies which are now na- 
tional advertisers. The advertising cam- 
paign of Northwestern Mutual was pre- 
pared with the assistance of the Buchen 
Company, Chicago advertising agency. 
Details for the campaign were outlined 
by Walter Buchen, who displayed the 
advertisements to be used in the “Satur- 
day Evening Post,” “Time,” “American 
Monthly,’ “Cosmopolitan,” Nation’s 
Business,” “Country Gentleman” and 
“Successful Farming.” 

Under direction of Mr. Hill, the sales 
promotion division of Northwestern 
Mutual, reviewed its work for the past 
six months. W. R. Chapman, assistant 
director of agencies and in charge of 
sales promotion, also outlined the plans 
and displayed various campaigns and 
materials coordinated with the national 
advertising program. 


Review General Agents’ Problems 


The conference was attended by gen- 
eral agents from Illinois, Wisconsin, 
Michigan, Indiana, Ohio, ‘Tennessee, 
Kentucky and Missouri. Other general 
included A. 
Hoene, Duluth, president of the associ- 
ation, and F. L. Mann, Omaha, chair- 
man of the program committee. H. L. 
Smith, Harrisburg, Pa., was a guest 
speaker, representing the eastern zone. 

H. Poindexter, St. Louis general 
agent, outlined the problems of the gen- 
eral agents. The discussions showed 
intense interest in the exchange of 
workable ideas. Different phases were 
discussed in open forums, there being 
only a minimum of set talks. Discus- 
sions dealt with getting better results 
from the present agency organization, 
problems incidental to securing, train- 
ing and supervising new agents, particu- 
larly in the use of the new sales aids. 

President M. J. Cleary talked on ways 
and means of capitalizing on the en- 
larged underwriting opportunities. He 
discussed the excellent results for the 
first quarter. 

. H. Evans, vice-president and actu- 
ary, in a talk on “How Safe Is Life In- 
surance?” gave facts gleaned from the 
teports of the 20 leading life companies, 
as revealed after the most serious busi- 
hess upheaval in the history of Amer- 
ica, 

In addition to the Chicago meeting 
last week, the general agents of North- 
western Mutual Life will hold an east- 
etn zone conference at Long Beach, 
Long Island, April 24-26 and a western 
meeting at Colorado Springs, Col., May 
9-11, Grant L. Hill and W. R. Chap- 
man, together with assistant agency di- 
Tectors assigned to the respective terri- 
tories, will represent the home office at 
these meetings, 


Ohio State Agency Ahead 


The Ohio state agency of the Guar- 
antee Mutual Life showed $2,291,102 in 
New paid business for the year ending 
March 31, The Ohio agency led all 
States in March with $302,052, a net 
Merease of $168,161 over February. I. 
- Wallington is manager. 





Management Officers Speak 











G. W. SKILTON 


The eastern special conference of the 
Life Office Management Association was 
held this week in New York City. G. 
W. Skilton, controller of the Connecti- 
cut General Life, is president of the or- 





J. B. SLIMMON 


ganization. J. B. Slimmon, secretary of 
the Aetna Life, presided over the ses- 
sion when home office personnel activi- 








Graff Is to Be Retained 


as Acting Commissioner 


Governor Pinchot of Pennsylvania 
has announced that Charles H. Graff 
will be retained as acting insurance com- 
missioner during the remainder of his 
administration. Therefore, a new com- 
missioner will not be named to succeed 
the late C. F. Armstrong. 

The governor’s announcement fol- 





ties were featured. The conference 
was well attended. 
lowed a conference with insurance 


people, including representatives of the 
Insurance Federation, Pennsylvania As- 
saciation of Insurance Agents, Pennsyl- 
vania State Association of Mutual Fire 
Insurance Companies and Pennsylvania 
Association of Life Underwriters. 

Heretofore, indications were that a 
new commissioner would be appointed 
and that the choice lay between G. R. 
Dette or Irving Bendiner. 











in two ways. 


time shall have come. 


Payment Life policy. 


prospecting. 


Independence Square 





WORTH CULTIVATING 


A college student may be helped by life insurance 
One is the issuance on his life of a 
policy to be assigned to one who lends him money to 
pay for the college course. 
loans on a policy taken by him early enough, and of 
the right kind, to have the needed value when college 


This letter came from a senior year student at 
the Louisiana State University, who owns a Fifteen- 


Through a loan on my policy, I have been able to continue 
university, for which I am grateful. 


More than ever are university students acknowledging 
the advantages of maintaining insurance policies in reliable, 
well-known insurance companies. 


loan more beneficial than that made to the student for the 
purpose of continuing his education. 


Not a crowded prospect field, but nevertheless 
worth cultivating—especially in these days of close 
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THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


The other is by a loan or 


There is hardly another 


Philadelphia 























Life Insurance Is Showing 
Marked Improvement Today 





PRESIDENT NOLLEN’S VIEWS 





Head of Bankers Life of Iowa Com- 
ments on the Situation in 
the Business 





DES MOINES, April 19.—Life in- 
surance has forgotten conditions as they 
existed a year ago and is well on the 
way to a new era of prosperity, G. S. Nol- 
len, president of Bankers Life of Des 
Moines told the annual meeting of pol- 
icyholders. Mr. Nollen pointed out that 
a year ago the bank holiday had just 
ended and there was a geenral distrust 
of all financial institutions. The Bank- 
ers Life, he said, came through that 
difficult period without embarrassment 
of any kind; without borrowing a dol- 
lar from any source, and without the 
necessity of selling a single dollar’s 
worth of its securities. 


Company in Liquid State 


During the last nine months, the com- 
pany has collected 95 percent of all the 
interest paymients due, and now has 
$13,000,000 cash and governmental 
bonds. These holdings, Mr. Nol- 
len said, had increased in value since 
the first of the year. At the same time 
there has been an increase of more 
than 20 percent in new paid-for busi- 
ness, as compared with the opening 
months of 1933. 

President Nollen emphasized the very 
great helpfulness of the institution of 
life insurance during the difficult days 
of depression by releasing to its policy- 
holders millions of dollars, thus avoid- 
ing a greater stress and strain on the 
economic and financial structure of the 
nation. Cash payments to policyhold- 
ers by all life companies, Mr. Nollen 
said, have averaged $10,000,000 a day, 
and this distribution of funds relieved 
distress of millions of people during the 
depression period. 


Predicts Year of Prosperity 


The President predicted a year of 
Prosperity and progress for life insur- 
ance, in general, and the Bankers Life, 
in particular, and said that the record 
of life insurance through many months 
of extreme financial difficulties and fear, 
was solid proof of the permanent safety 
of life insurance as an institution. 





I. A. C. to Meet May 25 


The Insurance Advertising Confer- 
ence will hold its spring meeting at the 
Hotel New Yorker, New York City, 
May 25. The session will open with a 
luncheon at which Marc A. Rose, edi- 
tor “Business Week,” will speak on 
“General Business Conditions.” A round 
table conference will follow the lunch- 
e€on-meeting. 


To Have Institute Examinations 


Frank L. Rowland, secretary of the 
Life Office Management Association, 
announces that 1,600 employes of 70 
life companies will sit for the Life Office 
Management Association institute ex- 
aminations May 7-11. This is approxi- 
mately a 100 percent increase in the 
number of candidates for L. O. M. A. 
degrees who took examinations in 1933. 
A total of 4,500 examinations will be 
given to these students. 


Spink in New Connection 


_Paul W. Spink announces his asso- 
ciation with the bond department of the 
Chicago office of Munds, Winslow & 
Potter, well known New York and Chi- 
cago stock brokers. He will specialize 
in insurance and bank stocks. He has 
been engaged in this field for five years, 
starting with the Millers Investment 
Company, Chicago, later taking over the 
insurance stock business of Fairman, 
Perry & Co. in Chicago: 
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HE Is INVITED into millions of homes every Sunday—at a 
turn of the dial. He brings the “Roses and Drums” pro- 
gram into those homes, and tells fathers and mothers how, 
in spite of reduced incomes, they can secure the life insur- 
ance they need. Union Central’s salesman of the air! 

Every one of those families he visits is a prospect for 
Union Central representatives during the following week. 
The real problem is how to cover them fast enough. 

What’s more, a lot of these prospects write in for 
specific information—nearly 60,000 direct leads to date. 
Naturally, they get preferred attention. 

Union Central men in the field say that “prospecting by 
radio” cuts down selling time . . . and that means more 
interviews per day ... more applications . . . bigger 
commissions! 


“I’m so glad we heard about it on the 
‘Roses and Drums’ program — and 
sent for this booklet.” 


Jane. I signed up for Union Central’s 


“You certainly had the right idea, | 
Economic Adjustment Plan today.” 





The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 

















Little Gem Life Chart for 
1934 Now Being Distributed 





IS POPULAR REFERENCE BOOK 





Some of the Main Features and Im- 
provements in the 1934 Edition 
Just Out 





THE NATIONAL UNDERWRITER press 
has issued its 1934 “Little Gem Life 
Chart,” the most popular reference book 
of the kind published. It gives the 
latest up-to-date policy, rate, dividend, 
net cost and cash value data and the 
annual financial reports of some 300 
companies. This is the 32nd annual 
edition. It is popularly known as the 
little “Red Book.” The new “Little 
Gem” contains the more important facts 
and figures of companies and gives in- 
formation about their frequently writ- 
ten policies. There is a synopsis of the 
contract, bringing out all important 
points. There are pages of rates at ev- 
ery age including disability, waiver only 
and double indemnity. Cash values are 
given for from four to six policies per 


company. Many special contracts are 
treated in detail. Dividend net cost il- 
lustrations have been improved over 


previous editions so that detailed sum- 
maries are now shown at the end of 
both 10 and 20 year periods for most 
companies. 

Annuity Rates Are Given 


Rates for immediate annuities, as well 
as dividends on term policies, dividends 
on paid-up policies and industrial rates 
are treated in a separate section. 

Some hundred pages are devoted to a 
five-year financial and business report 
of the companies. They reflect the 
trend beginning with the boom year of 
1929 and continuing through the four 
depression years. 

One novel feature of the new “Little 
Gem” is the printing of company names 
and special headings on the outer mar- 
gins of each page so that by simply 
bending the book slightly one can 
thumb directly to the place wanted. 
The “Little Gem” sells at $2 each. 


President Ecker Is Making 
Tour of Principal Cities 





A group of home Metropolitan Life 
office executives headed by President 
Frederick H. Ecker conducted a sales 
conference in Detroit with 700 agents 
from central and eastern Michigan at- 
tending. 

“A long period of idleness is being fol- 
lowed by industrial revival. Goods are 
being made and find a ready market,” 
said Mr. Ecker in his address. “Strikes 
are a sure sign of industrial revival. 
They will be settled and the forward 
movement will continue. 

“The depression has had little effect 
on life insurance. The number of lapses 
has been almost negligible in comparison 
to the amount of new business written 
on lives of persons in all walks of so- 
ciety.” 

President Ecker at a luncheon in In- 
dianapolis Monday for more than 500 of 
the company’s agents, said the business 
outlook there is excellent. Indianapolis 
was not so badly hit in the economic 
and industrial depression of the past few 
years as many cities, he said, and cited 
as proof that the Metropolitan has fore- 
closed no mortgages on property in that 
city. 

Accompanying Mr. Ecker on his tour 
of the principal cities are Ernest H. 
Wilkes and Henry E. North, second 
vice-presidents; Harry DuFlon, super- 
intendent of agents in the central dis- 
trict, and Joseph Dunn of the publica- 
tion division. 

Agents of the western division of the 
Metropolitan Life attended a luncheon 
and dinner in Buffalo, N. Y., honoring 
President F. H. Ecker, Vice-presidents 
Ernest Wilkes and Henry E. North. 








Proportion of Dissenters 
to Hercules Deal Is Small 





LESS THAN ¥% OF 1 PERCENT 





Time for Filing National Life, U. S. A, 
Claims Ends—General Agents Ask 
Large Amounts 





Less than one-half of 1 percent of 
policyholders of the National Life of 
U. S. A., dissented from the Hercules 
Life reinsurance by filing claims with 
the receiver before the time limit ex. 
pired April 9, General Manager Car] 
L. Odell of the Hercules announces, 
The amount of insurance of dissenters 
involved is $1,600,000 out of $202,000,000 
shown to have been in force at the time 
the receiver was appointed. 

Approximately 30 percent of dis- 
senters were Ohio policyholders, jn 
which state there has been some unrest 
over the Hercules Life deal. Manager 
Odell said that the work of agents in 
the field in contacting policyholders has 
been very satisfactory and he expects to 
salvage much of the business of Ohio 
dissenters due to the fact that the 
trouble there has been cleared up by 
the Hercules being licensed. 


Now Generally Licensed 


The company last week also was 
licensed in Tennessee, now being quali- 
fied as well in Illinois, Oklahoma, Mis- 
souri, Texas, Indiana, Nebraska, 
Georgia, Arkansas, Michigan, Oregon 
and Iowa. The company thus is opera- 
ting in 42 of the 19 states in which the 
National of U. S. A. was licensed. 

A number of general agents and for- 
mer general agents of the National Life, 
U. S. A., who would not sign a joint 
contract for conserving National Life, 
U. A., business, and writing new 
Hercules insurance, filed large commis- 
sion claims with the receiver. Among 
these are three claims for $75,000 filed 
by C. A. Mooney of Cleveland, Ohio 
general agent; J. P. Farmer, Chicago, 
who went with the Guarantee Mutual 
Life there, and a prominent Chicago 
broker. Mr. Mooney is represented by 
a S. Senator Bulkley of Ohio as coun- 
sel. 

Other Agents Filing Claims 


Others who filed commission claims 
are: R. C. Gibson, Vincennes, Ind., now 
general agent Lincoln National Life 
there; R. W. Anger, Detroit, manager 
Guarantee Mutual, E. T. Keliher of 
Omaha, and F. J. Wood, Chicago, gen- 
eral agent Lincoln National. While it 
is explained that all who had claims 
against the National Life, U. S. A., were 
required to file them by April 9 in or- 
der to gain consideration, the agents 
named, it is said, are prepared to sue 
for their commissions if satisfactory set- 
tlement is not made. 

(CONTINUED ON PAGE 17) 
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Survey of Policyholders 
Shows What They Want 











Policyholders want additional insur- 
ance as well as service, according to 4 
survey just made by the Ohio State 
Life. Of those interviewed in the sur- 
vey, 25 percent asked for information 
about old age insurance, 11 percent 
about a life income for the wife, 8 per- 
cent about mortgage protection, 6 pet 
cent about a life income for daughtef 
and birthday remembrance and 4 pet 
cent about Christmas remembrance. In 
addition 33 percent of those interviewe 
asked for information as to how to pay 
off a policy loan and in nearly every 
case the prospect inquired about addi 
tional insurance. he company inter 
prets this to mean that business cond 
tions generally are much better. As 4! 
indication of changing insurance needs 
37 percent inquired regarding a chang¢ 
in beneficiary. 
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Fraternals Laying Plans to 
Start Ad Campaign Soon 


CHICAGO COMMITTEE MEETING 





| Project Long Considered is Taking 


Shape—Contract for Four Year 
Drive Reported Awarded 





Fraternal societies have made great 
progress toward the starting of an in- 
stitutional advertising plan, the cost of 
which is variously estimated up to $2,- 
000,000. The project is in the hands of 
a committee headed by President John 
C. Snyder, Ben Hur Life Association, 
Crawfordsville, Ind. An Indianapolis ad- 
yertising agency has been awarded con- 
tract to handle the campaign. 

A meeting of the committee is being 
held in Chicago this week to consider 
ways and means of securing upwards of 
70 societies to become members of a new 
fraternal organization, to be known as 
the “Society of Sound Legal Reserve 
Fraternal Insurance,” which will finance 
the advertising campaign. 

Considered for Several Years 


This plan was proposed several years 
ago in the National Fraternal Congress, 
but for a number of reasons it was found 
not practicable to work it out in that 
organization. The fraternals believe they 
have a message to carry to the public, 
in that the large majority of them now 
are on a sound legal reserve basis and 
are operated efficiently and economically. 
Aside from the insurance features, there 
is of course a great humanitarian work 
done by fraternals in founding and oper- 
ating well equipped sanatoria, homes 
for the aged, providing old age pensions, 
juvenile activities of many kinds and 
general welfare work among members. 

Fraternal societies are convinced that 
great future development lies in the di- 
rection of well thought out public rela- 
tions work. This key note was struck 
at the spring meeting of the N. F. C. in 
Chicago. 

Membership in the proposed organiza- 
tion would be limited strictly to sound 
legal reserve fraternals. It is proposed 
that this phrase be the backbone of the 
advertising campaign. 

If the fraternal societies manage to 
start such advertising this year they will 
gain the jump on old line companies, 
which have been dallying with the idea 
for a number of years but without much 
success. A special committee of the 
Life Agency Officers Association has 
conducted a survey for Several years, re- 
porting at each annual meeting, but 
without result. 

It may be that many of the old line 
companies hesitate at the same point as 
do some fraternals. There is a fine ques- 
tion how to justify expenditure of pol- 
icyholders’ money for advertising not in 
the name of the individual company or 
society. 

Benefits Deemed Obvious 


Proponents of the plan urge that the 
Strength and virility of a life insurance 
group lies in the new blood secured. It 
is deemed obvious that persistent adver- 
tising will bring in many new mem- 
bers. It is argued that if adver- 
tising pays for business concerns gener- 
ally, it will pay for old line companies 
and fraternals, and the older members 
will benefit in the long run through dilu- 
tion of their increasing mortality by the 
hew blood. It is conceded that life in- 
Surance has a story to tell and an op- 
portunity in the present time such as it 
never has had. 

The fraternals’ proposal originally was 
or assessment of subscribing societies 
on the basis of 10 cents per member. 
Some larger societies objected that this 
would involve large contributions on 
their part, one or two of them estimat- 
ing they would have to pay around $300,- 
000 each. These fraternals which will 
hot go into the project probably, how- 
ever, will advertise in their own names. 
The plan calls for regular insertions in 





a number of leading popular magazines, 
including the “Saturday Evening Post.” 


Gauss Pays Tribute to Way 
Business Survived the Crisis 





DETROIT, April 19—Commissioner 
C. E. Gauss of Michigan paid tribute 
to insurance for the splendid shape it 
came through the depression at the sales 
congress of the Qualified Life Under- 
writers here. “The insurance business 
stands out as the most sacred trust that 
man has,” said the commissioner. “Over 
$3,400,000,000 of life insurance is in 
force in Michigan. There have been a 
few failures of life insurance companies 
during the depression and there will 
probably be more of them in the future 
since the status of the general invest- 
ment field has a direct effect on the 
business. ° 

“I have very little respect for com- 
panies or agents that go out to sell 
insurance for profit only, but I have a 
most profound respect for companies 
and agents who sell insurance as a sa- 
cred trust for the benefit of the policy- 
holders.” 





The Union Life, Little Rock, has ap- 
pointed E. O. Heath, Jr., manager of its 
industrial department at Fort Smith, 
Ark. W. D. Lay is general agent. 





Committee Named to Seek 
Successor to J. Roy Kruse 





ALDEN ANDERSON CHAIRMAN 





Reorganization of Official Staff of the 
California-Western States Life 
Is Under Way 





At the regular meeting of the direc- 
tors of California-Western States Life 
of Sacramento, the board by-laws were 
changed to create the office of chairman 
of the board and Alden Anderson, presi- 
dent of the Capital National Bank of 
Sacramento, was elected to the new 
office. Mr. Anderson was lieutenant- 
governor in the administration of Gov- 
ernor Pardee of California 30 years ago 
and took a pioneer part in developing 
the fruit-shipping industry in California. 
He has been a director of the West 
Coast Life for many years. 

Along with Chairman Anderson, D. 
S. Wasserman, capitalist and retired 
business man of Sacramento, and H. D. 
Nichols, president of the Tubbs Cord- 
age Company of San Francisco, were 
elected to the board to fill the vacancies 
caused by the recent resignations of 








Directors Lochead, Tucker and Wallace. 

A committee of five was appointed to 
select a president of the company to 
succeed President J. Roy Kruse, whose 
resignation becomes effective May 1. 
This committee is composed of Chair- 
man Anderson and Directors C. F. Met- 
teer, M. W. Nathan, A. D. King and 
Phil Ware. This committee hopes to 
report its recommendation at the ad- 
journed meeting of the board April 23. 

Changes in by-laws also were made 
authorizing creation of an executive 
committee of five whose members may 
or may not be directors; a finance com- 
mittee of five whose members must be 
directors and a loan committee of five 
whose members may or may not be 
directors. The last two committees are 
new ones. 

Names of several prominent persons 
have been mentioned to succeed Mr. 
Kruse as president including Edward 
Rainey, state superintendent of banking, 
and Ray L. Riley, state comptroller. 


Reports 300 Per Cent Gain 


J. J. Patterson, general agent for Ore- 
gon Mutual Life, at a one-day sales 
conference with his western Washing- 
ton staff in Seattle, Wash., announced 
his agency led the company during the 
first quarter, with an increase of 300 
percent. 








This is one of a series of advertisements, reproducing the pages 
of a new book,“The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LUW 
Chairman of the Board 


JAMES A. FULTON 
President 
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Help Build Careers 


There’s a thrill in participating in the 
successful training of a young man. 
Why not enjoy it? 








Home Office - 


Tell fathers how Life 
Insurance can be 
utilized to provide 
educations and 
funds necessary for 
expenses in. the 
early years of busi- 
ness or professional 


life. 


Che Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 








Over Forty Years of Faithful Service 


t.F. NORRIS co. 


REALTORS 


1333 Majestic Bldg. 


Cadillac 4925 


DETROIT 


Specializing in Property Management 











Bend 9 cents in ae for sample copy 


The Accident & Health Review 


The only exclusive accident and health 
paper published. 
Address your inquiry to A-1946 
Insurance Exchange, Chicago 


Thanks for saying 
you saw the ad in 
The National Under- 
writer when writing 
advertisers. 























Emmet C. May ls Acquitted 
of Embezzlement Charge 


PEORIA LIFE HEAD IS FREED 





Expect Conspiracy Charges Against 
May and George B. Pattison 
to Be Dropped 


Emmet C. May was acquitted of the 
charge of embezzling $35,000 from the 
Peoria Life by the jury before which 
he had been on trial for two weeks. He 
was president of the Peoria Life, which 
is now in receivership. 

After the verdict was read, May 
thanked each of the jurors. 

Another indictment is pending against 
May and G. B. Pattison, former secre- 
tary of the Peoria Life, charging them 
with conspiracy to defraud the company 
of $250,000, but it has been generally 
considered the second indictment would 
never be tried if a not-guilty verdict was 
rendered in the embezzlement case. 


Charges Are Mentioned 


One of the charges was that in 1932 
May caused $13,500 to be transferred 
from the Peoria Life account in the 
Bank of Peoria to his personal account. 
In addition, it was charged he drew 
two checks, totaling $21,000 for advance 
salary and applied them against over- 
drafts in his personal account. The 
state claimed he drew $10,000 for ad- 
vance traveling expenses for which he 
failed to account. 

Both of the salary checks, May 
claimed, were ,to reimburse him for 
transactions handled for the company. 

Attorney J. A. Weil, in his closing 
argument, contended that was common 
practice among officers and employes 
of the Peoria Life. 


Advance Upon Salary 


“Ts it a crime to go to your employer 
and ask him for an advance upon your 
salary? How would you like to be sent 
to the penitentiary for doing it? That’s 
what they’re asking here,” Weil as- 
serted. 

““Here’s a man 58 years old, has 
spent practically his whole business life 
here. Common as an old shoe. Whether 
he was worth a million last year or a 
penny today, he’s always been the same 
Emmet May. 

“When State’s Attorney Champion 
told you that the Peoria Life Insurance 
Company was a one-man affair, he told 
you the truth. It was Emmet May’s 
child, his hope and his ambition. It 
was the pride of his life that he had 
brought it to the point where it was 
at the top of the financial institutions 
of this city and among those at the 
top in this part of the country. 

“Honest for more than 50 years, then 
he turns thief, they tell you, to rob 
his own child. It’s almost inhuman. 

“The evidence shows he owned 6,000 
or 7,000 shares of stock in the company. 
Every dollar he had in the world was 
in that company and its only safety was 
the “success of the “company, not to 
bankrupt it.” 

State’s Attorney Champion said he 
wanted the jury to ask themselves 
where is the money that Emmet C. May 
took. 

“It was not his money, as Mr. Weil 
would have you believe, but money of 
the people, who invested their life sav- 
ings in the company,” the prosecutor 
declared. 


Heltzen After National Aid 


_In line with a campaign by Commis- 
sioner Heltzen of Rhode Island against 
unauthorized assessment associations, 
Charles Aceto of Providence, represent- 
ing the National Aid Society of Spring- 
field, Ill., was brought into court on a 
charge of acting as a broker without a 
license. The company was _ severely 
scored by the court for engaging agents 
or brokers in the state without being 





licensed there. 





‘Wins Acquittal | 


































































EMMET C. MAY 





Emmet C. May, former president of 
the Peoria Life, was acquitted of a 
embezzlement charge by a Peoria jury, 
In view of that verdict, the expects 
tion is that a conspiracy charge against 
May and George B. Pattison, former 
secretary of the Peoria Life, will b 
dropped. 








Insurance Is Prominent on 


Real Estate Group Program 


MINNEAPOLIS, April 19.—Walter 
Krieselmaier of Fargo, manager of the 
farm department of the National Life 
of Vermont, April 12 before the North- 
west Farm Real Estate Association 
here, declared farms taken by foreclos- 
ure are being rehabilitated through cer 
tralized management and wherever pos 
sible former owners are being aided to 
recover them through rental arrange 
ments leading to ownership. 

Other insurance speakers included 
George Streeter, Omaha, property mat- 
ager Prudential; W. P. Gamble, mar 
ager Connecticut General Life, Siow 
Falls, S. D., and J. A. Newman, Prv- 
dential, Minneapolis. 


Talks on Mortality Tables 


J. R. Abernethy of the actuarial de 
partment of the Maccabees gave a tech 
nical paper on “A Method of Select Mor 
tality Investigation Based on the Censts 
of Insurance in Force at the End of! 
Number of Years” at the April meeting 
of the Detroit Actuarial Club. He ott: 
lined a simplified method of constructing 
select mortality tables that has been dt 
veloped by the Maccabees and tried ot! 
successfully over a period of four yeafs 








IS THIS THE MAN ...: 
you are looking for? 


—_— | 





A rare combination of experience: 


® 10 years in the life insurance 
business. (Home Office an 
Field.) 

@ 5 years a specialist in sales 
building plans in general 
fields with a national repu- 
tation for getting results even 
during the worst years of 
the depression. 

® A good speaker. 

©@ A competent writer. ae 

@ Well versed in advertising, 
sales promotion, salesmen’s 
training plans, and agency 
development. 

Y-51 


Address: 


THE 
NATIONAL UNDERWRITER 
Chicago, Illinois 
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Man Who Showed 30 Percent 
Increase in 1933 Tells How 


———— 


CHICAGO CONGRESS FEATURE 














W. Scott Smith of St. Louis Gives 
Practical Exposition of Methods 
Which Were Effective 














A man who last year had the largest 
yolume of paid premiums in his his- 
tory, whose business increased practic- 
ally 30 percent over 1932, although with 
the same number of paid policies, and 
whose premiums increased 108 percent, 
totaling more than $91,000, told Chi- 
cago life agents at the sales congress 
there this week how he did it. Only 
$5,000 of his 1933 premiums was on a 
single premium contract, the balance 
being annual or discounted. 

The average policy was $9,800, aver- 
age commission $12.76 per $1,000, aver- 
age premium $47 per $1,000, average 
earning per interview $16.13, he said, 
and average interview per week 10.8. 
His renewals alone on this business, he 
said, were just a fraction under $10,000. 
He spent in the field actually soliciting 
business slightly more than three hours 
a day, although, he explained, he does 
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ria jury, 
al much outside work, strongly believing 
> against (me in participation in civic and social ac- 
former tivities in the community. 
will be Sales Made by Ideas 
The man was W. Scott Smith, agency 
associate of the Massachusetts Mutual 
on Life in St. Louis, who has appeared 
. many times before groups of agents in 
ogram various parts of the country. He said 
people buy life insurance from forceful 
ideas imparted to them. They do not 
—Walte I have to be sold on the value of life 
r of the MM insurance. Several weeks ago he wrote 
nal Life Mi a $1,000 annual premium retirement an- 
> North (i nuity on approval, but felt he would not 
sociation be able to deliver it. He attended a 
foreclos: MM sales congress in St. Louis, the ticket 
ugh cen: costing $1, and secured information 
ver pos Mi which enabled him to deliver the con- 
aided tM tract, get a check and earn $175 com- 
arrange Mi mission. 
; “Iam of the opinion,” Mr. Smith said, 
includei HB “that the average man in the life in- 
‘ty mat: surance business is too modest and mild 
le, mat‘ in dealing with his clients. Death and 
», Siow MF old age should be pictured as such. Why 
in, Pru should we hedge and use more gentle 
words in describing certainties? Dying 
without adequate protection is deser- 
sles tion. What difference does it make if 
rial dee 7" desert your family by going away 
a tect Me 02 2 train or by dying, leaving them 
sct Mor fae “elpless? 
. Censs  . here are two mediums of exchange 
‘nd of se 2 old age—money and: self-respect. 
meeting Me Vhy shouldn’t we consider that we are 
He ott Me “ing our clients a favor in talking to 
tructing Me “em along these lines? I always in- 
yeen de fe Wire if my client is not carrying a very 
ried ott ME atge mortgage. I want to bring before 
ir year’. Ils eyes his value to his family and 
; business, based on his future earnings. 
= Life insurance is nothing but capitalized 
a carning power. 

, During the past year I have adopted 
for: 4 negative system of selling. On num- 
an fous occasions I tell my prospect not 
ae to go ahead with my plan. Then per- 
rence: | versely he is bound to want to do it. 
ce _ Why shouldn’t we congratulate our 
id friends on their splendid line of insur- 
“ ance and tell them that they will prob- 
al able never need any more? Naturally 
their guards fall down. Then ask them 
of Ow much of their insurance belongs 

to them to be used to provide a retire- 
ment income, 
.. I believe in a three call system. First 
3 call to sell confidence; second call to 
y dae Presentation, and third call to 
“ Sometimes my clients become ex- 
; td. I handle the situation by talking 
ty low. The louder they talk, the 
TER a I talk. This is one business that 
Calls » S se coins: " 
. IS 1s a hedging period. tell my 
me Clients to hedge first by writing a will. 





They have been hedging against cer- 
tainty during the past three or four 
years; the time has come to hedge 
against uncertainty. 

“A very clever question to be used 
in the approach is: ‘Have you signed 
your application for your annuity yet?’ 
What would you answer to this? 

“T treat my business in the strictest 
confidence and never mention names 
during the course of the interview. Peo- 
ple don’t like it. My experience has 
taught me that most men in this busi- 
ness talk too much during the inter- 
view. Soon the prospect ceases listen- 
ing and becomes irritated. 


Never Interrupts Objecter 


“Let him raise his objections, for that 
only strengthens your case. Anyway, 
they are not objections to life insurance, 
but merely excuses that he is trying to 
hide behind. I never interrupt a client 
and always repeat his objections so that 
both of us can be clearly understood. 

“I am a strong believer in cold can- 
vass and put in my prospect file eight 
to ten names each week from strangers. 
I try to pick executives on cold can- 
vass work as they are just as easy to 
handle as small buyers. 

“When I relize that between the ages 
of 30 and 60 the average man must turn 
over his investment eight times—which 








Chicago Financing Plans 
Reviewed by Supervisors 








Three methods of financing new and 
established agents are employed in Chi- 
cago agencies, and there still is a con- 
siderable amount of financial aid neces- 
sarily given the men, but there is a de- 
cided tendency to make no allowances 
to anyone who is unable to finance him- 
self, or who has considerable debts, it 
was commented in a round. table discus- 
sion at the April meeting of the Life 
Agency Supervisors Association of Chi- 
cago. The man in debt or with little 
or no savings generally in Chicago is 








naturally means eight commissions, 
eight chances of loss, eight very serious 
periods in his life—I can approach him 
with the certainty that I can save him 
all of this trouble and expense if he 
adopts my plan. Albert W. Atwood has 
stated that it is impossible for a man to 
make more than three successive invest- 
ments over a stipulated period and still 
accomplish what he wants. The life in- 
surance contracct is the only contract 
that can be liquidated at will, because 
it has a stipulated date and a stipulated 
amount.” 





considered not a desirable financial risk 
under agency contract. é 

E. E. Enoch, supervisor Connecticut 
General, led the discussion, assisted by 
R. C. Johnson, Acacia Mutual. The 
three plans principally used, it appears, 
are: 

Three Plans Generally Used 


1. A revolving fund from which ad- 
vances are made weekly to new agents, 
but not until they have had at least six 
weeks’ satisfactory service, and in no 
event for more than five or six weeks. 

2. Advances based on production, be- 
ing made against commissions on the 
basis of $10 per $1,000 of business actu- 
ally paid for, but no weekly advance to 
exceed $30. Some agencies use the 
factor of $10 per $1,000 but place a 
limitation of not more than $100 ad- 
vance on any one paid policy. 

3. Advances to older agents on paid 
business, their standard of living being 
an important factor in determining the 
amount of advance. 

In regard to the older agents, es- 
pecially, Chicago agencies generally are 
disposed not to attempt to maintain an 
agent in the style to which he has been 
accustomed. A number of agencies, 
in fact, refuse to make any advance 
until the agent has revised his overhead 
down to a reasonable basis, if it is too 
large. 








NEW AGENCIES FOR TEXAS, OKLAHOMA AND KANSAS 
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Openings For 
FIELD MANAGERS 


IN KEY CITIES 
Of These States 


Among the States of its domestic territory in which 
the Pan-American plans the opening of new agencies dur- 
ing 1934 are Texas, Oklahoma and Kansas. In Texas, Dis- 


trict Managers will be ap 
Amarillo, appointments also 


— 


in Texarkana and 
eing planned at Ardmore, 


McAlester and Muskogee, Oklahoma. Additional agencies 
will likewise be opened in Kansas, in key cities and towns 


of that State. 





Pan-American Agencies 
Have These Advantages 


A full line of Modern Life In- 


surance Contracts, including An- 


nuities, Salary Deposit, Grou 
and Wholesale Insurance. 
Low net-cost rates. 
Monthly income disability. 
Agency recruiting and 
plans. 
A positive-working Prospecting se 
vice. 


Effective sales illustrations 
other sales aids. 


Producers Clubs—Conventions. 


Established collection offices to aid 


policy renewals. 







training 


and 


To the men who can successfully fill these openings the 
Pan-American offers a special contract, including unusu- 
ally liberal allowances for development expenses in early 


rie 


Pp 


This contract is backed with a wide range of sala- 
le policies including group, wholesale and salary deposit 
insurance, with annuities of all forms —at net-cost rates 


comparing presi ¢ with those of almost any company. 
Ss, 


Up-to-date sales ai 


with special recruiting, training and 


prospecting systems and close Home Office cooperation, 


; for managers. 


add to the attractiveness of the Pan-American's contract 


The men sought for these agencies should be between 


25 and 45 years of age—preferably married—capable of 


managing an agency and able to finance themselves. If 
you can meet these qualifications and are not now under 


contract, write the Pan-American Home Office giving full 


particulars as to the above points, including experience, 
past production and other information in first letter, and 


submit photograph, 


Address Agency Inquiries To 


TED M. SIMMONS, Manager United States Agencies 











PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H.ELLIS, President 











EDWARD G. SIMMONS, Vice Pres. & Gen. Mér. 
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NEW =-The Single Premium 
















































Retirement Ineome Plan of 


THE LINCOLN NATIONAL LIFE 


INSURANCE COMPANY of Fort 


Wayne. Indiana. 





This Plan offers: A guaranteed life 
income or cash settlement at re- 
tirement=guaranteed cash values= 


guaranteed death benefits... An 


ideal lump sum investment ***** 
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Accident Sales Are Up 


So far this year accident sales are well 
ahead of last year’s record. 


Accident publicity is promoting the 
sale of accident insurance. How any 
man dares to be without it is hard to see. 


Accident insurance is always a reli- 
able source of income and, in addition, 
it opens the way to the sale of life in- 
surance. 


Rate folder on request. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





















First Quarter Sales Far Ahead 





The Berkshire Life made a 185.2 per- 
cent gain in new premium income in 
the first quarter, the new Berkshire 
benefactor policy playing an important 
part towards the increase. 


The State Mutual reports a first quar- 
ter gain of more than $2,000,000, or ap- 
proximately 24 percent. Seventy-four 
percent of agencies show gains over last 
year. New paid business has reached 
almost $11,000,000, or about one-third 
of the entire business for last year. 


The New England Mutual Life had 
36.5 percent increase in paid business in 
the first quarter, the amount being $34,- 
413,000, and 42.7 percent increase in 
March, with $12,027,000 business. There 
was 44.7 percent increase in number of 
applications in the quarter, with 9,619 
received, and in March 71 percent in- 
crease with 3,364. Amount of applica- 
tions increased 27 percent in the first 
quarter, being $47,831,000, and 47.3 per- 
cent in March, with 18,757 applications. 


Gain of 42 percent new submitted 
business was recorded in March by the 
Provident Mutual in a “man-for-man” 
contest. There were 886 most active 
agents paired off in 443 individual com- 
petitions, every agent being assigned an 
evenly matched opponent selected from 
another agency on a basis of past per- 
formance. Total number of applica- 
tions for March decided the winner in 
each set-to. New business totaled $9,- 
216,928. The number of applications 
written was 1,802, a 40 percent increase. 
A quarter of all contestants, 220 men, 
produced four or more applications en- 
titling them to a _ special company 
trophy. The average policy was $4,541. 
M. F. Alexander, Wilmington, Del., had 
the largest number of applications, 24. 

L. Mason, Loder Agency, Phila- 
delphia, was second with 14. A. W. 
Adams, Philadelphia; L. M. Buckley, 
Chicago, R. H. Frisbee, Olean, and F. 
M. Harper, Raleigh, tied for fourth 
place with 12 applications each. The 
first quarter year showed definite gain 
in paid insurance, rising from $17,388,- 
000 in 1933 to $19,167,000 in 1934. 


The Pacific Mutual Life’s written 
business for the first quarter totaled 
$16,806,949, an increase of $4,769,679 or 
39 percent. 
ii ea 

The Midwest Life of Nebraska re- 
ports a 96 percent gain in business for 
the first quarter. 

* * 
Production of the Security Mutual 
Life of Nebraska increased 135 percent 
in March and 84 percent for the first 
quarter. The agents wrote in excess of 
$27,500 the first quarter. 

* 


J. N. Fletcher, San Antonio, Tex., 
district manager of the United Fidelity 
Life, reports an increase in paid busi- 
ness of 100 percent in March. 

An increase of 72 percent in paid busi- 
ness for the first quarter is reported 
by 21 companies representing about 45 
percent of the total insurance produc- 
tion in Detroit. Quarterly production 
this year amounted to $23,060,274 as 
compared with $13,422,324 during the 
first three months of 1933, says H. B. 
Thompson, executive secretary, Asso- 
ciated Life General Agents & Man- 
agers of Detroit. These 21 agencies 
paid for $8,554,480 in March as com- 
pared with $6,894,885 in February of 
this year, an increase of 25 percent. 
March production was 130 percent bet- 
ter than in March, 1933, when the 
weight of the bank holiday rested on 
this city. Commissioner C. E. Gauss 
reports that requests for loans and cash 
surrender values are back to normal in 
Michigan. 

* * * 

The Prudential ordinary agency in 
Detroit under Manager F. L. Klingbeil 


———! 


ing the first quarter both in production 
and conservation. Production has gone 
over the million-a-month mark and six 
new groups were closed by the agency’ 
group department. For the first time 
since 1929 policy reinstatements are 
greater than cancellations. Mr. Kling. 
beil expects to double his production jn 
1934 as compared with 1933. 
*x* * x* 


F. L. Smith, Iowa manager for Sun 
Life of Canada, announced a 202 per. 
cent increase in paid business for the 
last month. Paid business written this 
year to date has gained, 58 percent. 


Examined business of the Minnesota 
Mutual Life increased 57 percent for 
the first quarter. Examined business 
increased 78 percent and paid business 
52 percent in March. 

ke 

Business for the Atlantic Life in 
March increased 31 percent and for the 
first quarter 34 percent. 


At the annual educational sales con- 
ference of the Des Moines agency of 
the Mutual Life of New York, Manager 
C. E. Brown announced that March 
business marked the completion of the 
12th consecutive month in which the 
gains have been made. For the first 
quarter of the year, the gain was 349 
percent. sii idl 

In celebration of his eighth anni- 
versary as Oklahoma manager for the 
Equitable Life of New York Homer 
Jamison was presented with the best 
month’s business during March, of any 
month for five years. Twenty members 
of the agency paid for $1,260,000 in busi- 
ness for the month, nearly 40 percent 
of this being on annuity forms. 

* *k * 


O. D. Douglas, Texas general agent 
of the Lincoln National Life, reports 
an increase of 25 percent in written busi- 
ness for the first quarter. Paid busi- 
ness increased 42 percent and there was 
a 37% percent decrease in lapses. 


The George Washington Life reports 
a 60 percent increase in applications in 
March and a 59 percent increase in new 
premiums. An increase is shown in in- 
surance in force. 

* * 

An increase of more than 42 percent 
in the number of applications during 
the first quarter is reported by the 
Bankers Life of Nebraska. Written 
business in March showed an_ increase 
of 77 percent and issued business in- 
creased 63 percent. Preparations are 
being made for the usual anniversary 
campaign in May. Prospect lists being 
enlarged and other plans laid for a real 
drive. 

me te 

The R. R. Stotz general agency of 
the Mutual Benefit Life in Grand Rap- 
ids has moved into larger quarters, 0C- 
cupying half the ninth floor of the As- 
sociation of Commerce building. _ This 
is the largest general agency in Mich- 
igan outside of Detroit. In the new 
plant, the agency room may be used 
as a class room for the three training 
schools that are held each year. At the 
close of the first quarter this year, the 
agency shows a 38 percent increase Over 
the same period a year ago, The 
agency now has 19 salesmen on the 
honor roll as consecutive weekly pro- 
ducers, J. A. Pino, Lansing, leads with 
978 weeks. 

x OK Ok 
The Prudential’s ordinary agency 1 
Chicago under Manager A. VanGold- 
man in the first quarter paid for af 
amount equal to the allotment for the 
first four months, for 156 more cases 
than in the same period last year an 
40 percent more volume of ordinary 
business. The agency paid for 40 pet 
cent more retirement annuities and 3 
percent more single premium annuiti¢s. 
Production has been much better ever 








made the best record.in its history dur- 


since last October. 
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Fourteen-Point Program Is 


Recited by M. L. Woodward 





GIVES FORT WAYNE ADDRESS 





Detroit General Agent Gives Advice to 
Agent Who Is Floundering for 
Lack of Method 





After floundering for some time be- 
cause of lack of method, M. L. Wood- 
ward, Detroit general agent Northwest- 
ern Mutual Life, told the Life Under- 
writers Association of Fort Wayne, Ind., 
he adopted a plan involving 14 points 
which helped him greatly. 

He summarized his method thus: (1) 
You should outline every evening your 
work for the next day. (2) You should 
see each prospect on the business of life 
insurance, particularly if you call upon 
him during business hours; consider his 
time as valuable. (3) If you fall down 
on the interview, always try to analyze 
the reason for failing. (4) Attempt to 
fortify yourself so you will not fail in an 
interview the same way again. (5) When 
you complete an application on a man 
or woman, or when making a favorable 
impression, always try to secure the 
names of the applicant’s blood relatives 
and friends. (6) One should attempt to 
make at least ten calls every day and 
work six days a week. (7) You should 
keep in touch with all your policyhold- 
ers. (8) Have a plan projected well into 
the future—plan daily, weekly and 
monthly. (9) Hold yourself strictly to 
a rigid regulation as to the expenditure 
of your time. (10) It will pay you to 
post yourself in advance whenever pos- 
sible about those whom you intend to 
see. (11) Keep yourself physically and 
mentally fit. (12) Make notes of all 
marriages, deaths, business changes, new 
organizations, successes and failures; 
make profitable prospecting a major 
function of your work. (13) Refuse to 
permit disappointments to discourage 
you, for you will find when you are deal- 
ing in sufficient numbers every day and 
every week that the law of averages al- 
ways will count. (14) Have faith in the 
value of what you offer. 

He said most of the business is sold 
because the agent asks the man to buy 
and agents would sell a great deal more 
people if they asked more people to buy. 

He urged the agents to talk income in- 
surance, for men and women think in 
terms of monthly income. It is some- 
thing that is quickly understood ard the 
need is at once apparent. Talking in- 
come will produce larger policies and 
more policies, he said. The agent wil 
sell to the same people more often. He 
will become his client’s life insurance 
doctor. 

Life agents need to be self-starters; 
they should initiate situations where 
their services are desired, he said. No 
life man who serves his clients better 
than any others in the business ever will 
be forced to retire from it. 


More Peoria Mutual Delay; 
Roosevelt to Be President 





PEORIA, ILL., April 19.—Plans for 
completing the setup of the new Peoria 
Mutual Life’ were held up by the non- 
arrival of G. Hall Roosevelt of Cleve- 
land, a brother-in-law of President 
Roosevelt, who was scheduled to be 
elected president of the new company. 
He wired that he would be unable to 
e here for a meeting of the directors 
set for Wednesday. A further ‘date for 
the meeting will not be set until definite 
Word is received from him. M. M. 
Baker of Peoria, now president, is 
sergg to become chairman of the 

ard. 

Roosevelt’s group will furnish $500,- 
000 capital for the company and _ will 
also appoint half of the directors. The 
others will be local policyholders. As- 
Sociated with Mr. Roosevelt are W. H. 


Woods, president Illinois Bankers Life 
of Monmouth; W. M. Barders, attorney; 
Dr. F. C. Winters, banker, and D. W. 
Moffit, investment broker, all of Mon- 
mouth; A. R. Colvins of Des Moines, 
an experienced insurance man, and these 
Chicagoans: Watts of H. C. 
Watts Company, investment bankers; 
Lawrence Scudder of Lawrence Scud- 
der & Co., certified public accountants; 
Grover Hermann, president the Amer- 
ican Asphalt Paint Company; F. G. 
Fabain and G. B. Waterstratt. 

Judge Niehaus’ order approving the 
mutualization plan was entered ower 
strong objections from Ernest Palmer, 
Illinois director of insurance. 


Senate Passes Amendment 
Levying Heavy Estate Tax 





Life insurance men as vet have not 
become concerned about the move in 
Congress to increase the federal estate 
levy, although the Senate passed the 
La Follette amendment to the revenue 
bill which would add nearly $100,000,000 
tax. The amendment would apply to 
estates of $40,000 a tax of 1 percent, 
increasing steeply to 60 percent on $10,- 
000,000 and more. Estates up to $50,000 
now are exempt. The additional levy, 
Senator La Follette stated, was needed 





Aggregate Results of 
N. Y. Licensed Carriers 








Life companies authorized in New 
York show an increase in assets of 
$311,057,971 in 1933, according to an ad- 
vance report of the New York depart- 
ment. Total assets Jan. 1, 1934, were 
$18,248,709,842. 

Policies issued, revived and increased 
by such companies last year totaled 
$10,840,508,152. Surplus or unassigned 
funds came to $642,732,769, increase 
$37,231,677. 

Premium income was $2,901,874,725, 
about $110,000,000 less than 1932, while 
claims paid came to $1,017,708,238, an 
increase of over two million. Dividends 
to policyholders totaled $484,405,277. 
Lapsed, surrendered and purchased pol- 
icies totaled $1,177,139,956, an increase 
of over 40 million. 

Insurance in force was $82,819,227,- 
097, a decrease of three and one-half 


billions. Fourteen and one-half billions 
were industrial. 
Premiums received in New York 








to meet extraordinary government ex- 
penditures. He claimed the proposed 
tax was not confiscatory, estate taxes 





in Great Britain being even greater. 








state were $623,215,539; claims paid 
$212,199,957; policies issued during the 
year $2,364,245,152; total in force $18,- 
540,077,336 of which three and one-half 
billions were industrial. 

Fraternals and assessment associa- 
tions show assets of over 719 millions, 
payments by members of over 112 mil- 
lions, payments to members of 88 mil- 
lions and insurance in force of over four 
and one-half billions. These figures in- 
clude 53 juvenile branches of fraternal 
— carrying risks of over 188 mil- 
ions. 


Thompson U. S. Representative 


WASHINGTON, April 19—John S. 
Thompson, vice-president and mathe- 
matician of the Mutual Benefit Life, and 
president of the Actuarial Society of 
America, has been named by the United 
States government, at the invitation of 
the Italian government, as its official 
representative at the International Con- 
gress of Actuaries, to be held in Rome 
May 4-10. 


Results in North Dakota 


BISMARCK, N. D., April 19—The 
North Dakota department reports that 
13,852 policies in the amount of $25,- 
500,086 were written in the state during 
1933 with 118,671 policies in the amount 
of $27,231,886 in force on Dec. 31. 
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The plan is symbolized in the formula 
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OUR ORGANIZED 
SALES PLAN 


is a “three-in-one” product—a solution to three fundamental problems: 








12 10 15 


representing an IDEAL which more and more of the boys approach! 


WHAT DOES THE ‘‘20’? MEAN? 


Following fifty odd suggested methods of getting prospects, a man fol- 
lowing the plan tries earnestly to have 20 NEW NAMES to approach 
every week. The plan makes it possible to get the new names and it 
solves the question of the approach as well. 


That is the meaning of the “20” in the ideal formula. 


Then say the word and we'll tell you the rest of the story. 


On Agency Matters Address 
HAROLD J. CUMMINGS, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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Problems of Old Age Dependency 


WE ARE all impressed and have been 
during the last four or five years with 
the problem of old age dependency, es- 
pecially in times of great stress. Almost 
every man with an income these days 
has other people dependent on him than 
his immediate family. The dependency 
increases with age because with so many 
people seeking positions the men past 
middle life are retired for younger per- 
sons. The figures given by the MeErro- 
POLITAN Lire show that in three cases 
out of four among those who have no 
adequate means of livelihood outside of 
their earnings, a man of age 40 might 
expect to contribute at least in part to 
the support of one or both of his par- 
ents, assuming that the burden is dis- 
tributed among the several members of 
the family. The figures prepared by the 
METROPOLITAN Lire apply primarily to 
those who have little or no income aside 
from their current earnings so that they 
become dependents when age stops their 
earning capacity. But persons over 65 
years old, who have no adequate per- 
sonal income and are not receiving relief 


from organized charity, constitute about 
one-third of all persons of that class. It 
is seen, therefore that three _ per- 
sons out of every four at age 40 have 
a parent living, and in about every third 
case of this kind the parent has no ade- 
quate source of income on his own ac- 
count. 

Hence the MerropotitAN Lire deduces 
the fact that one out of every four per- 
sons at age 40 has a parent living who 
has no adequate source of income and 
who is receiving no relief from public 
charity and who therefore looks to his 
children for support. 

As is pointed out, the burden of sup- 
porting the superannuated naturally be- 
comes heightened automatically as age 
advances. Therefore the linking in of 
life insurance to old age retirement be- 
comes more and more important. Dur- 
ing the productive years it is certainly 
incumbent upon a man who has income 
to budget part of it, not only for the 
protection of his dependents but to sup- 
ply some sort of a retirement income 
for his old age. 


Gives the Old Timers a Thrill 


It Must have given old Egurraste Lire 
of New York agents a real thrill to hear 
once again the voice of GAcE E. TarseELt, 
at a sales congress of the company in New 
York recently. Mr. TarseLt in his day 
was one of the forceful, driving sales ex- 
ecutives of the country, but of late years 
he has been out of the life insurance pic- 
ture. 

In his talk he compared the opportuni- 
ties of the life man of today with those 
of the agent when he entered the business 
in 1878. “Then life insurance had to be 
‘sold,’ ” he said; “nowadays the product is 


accepted everywhere, and the problem of 
the agent is largely a matter of finding 
people with money.” 

The EgurrasLe on Dec. 31, 1878, had 
$35,454,092 in assets and on Dec. 31 last 
$1,520,707,379. Life insurance may be 
undergoing something of a set back along 
with other businesses but Mr. TarsELw’s 
review and the figures of his company 
show its tremendous and inevitable prog- 
ress as long as we have a Civilization any- 
thing like the present generation can con- 
ceive of. It is an institution that is 
here to stay. 


Real Activity Is Needed 


A philosopher said the other day that 
a wheelbarrow will stand on its two legs 
and never move a foot unless one lifts 
it up and pushes it along. He applies 
this to business activity. Nothing will 
be accomplished by standing still. One 





must take hold of his task, regard it 
seriously, see what is to be done and 
then go ahead and do it. In other 
words, like the wheelbarrow, he must 
pick it up and push it along. Then its 
own momentum comes into play. 





PERSONAL SIDE OF BUSINESS 





“Life Insurance Accounts” by E. C. 
Wightman, vice-president and controller 
of the Lincoln National Life, has just 
come off the press. It is published and 
distributed by the Life Office Manage- 
ment Association. The author states in 
the preface that “its fundamental pur- 
pose is to serve as a textbook for stud- 
ents of life insurance accounting. How- 
ever, it is hoped that it may be of a 
provocative nature to the extent of di- 
recting greater attention to the account- 
ing needs of life insurance companies 
and thereby promoting the adoption of 
better accounting methods.” Copies of 
this book are available through the Life 
Office Management Association Insti- 
tute, Box 885, Cincinnati, at $3.50 per 
copy. 

P. C. Irwin, assistant actuary of the 
Equitable Life of Iowa, and Harry Has- 
kins, state agent John Hancock Mutual 
Life, have been named to the new Des 
Moines police and fire department pen- 
sion board. 

S. A. Swisher, assistant superintend- 
ent of agencies Equitable Life of Iowa, 
addressed the Des Moines Junior Cham- 
ber of Commerce salesmanship class on 
“Methods of Securing Prospects.” 

E. P. Greenwood, president of the 
Great Southern Life, is spending some 
time in southern California. While his 
visit there is mainly for rest and recre- 
ation, he is sizing up the field for sub- 
sequent consideration in case the com- 
pany later decides to extend its territory 
to that state. 


Maurice A. Hyde, vice-president and 
agency manager of the Security Mu- 
tual Life of Nebraska, is seriously ill 
as the result of an abdominal hemor- 
rhage, followed by complications. 


David E. Darrah, district manager of 
the National Life of Vermont at Madi- 
son, Wis., and former sales and adver- 
tising executive for national implement, 
tractor and other farm equipment firms, 
has been appointed executive manager 
for the central code authority of the 
retail farm implement trade, western 
division, with offices in Chicago. He 
has been given a leave of absence by 
the National Life. 


John R. Riha, outstanding producer 
of the Omaha agency of the Union Cen- 
tral Life, began his 23rd year of service 
in the company last month after setting 
a record for number of policies he has 
sold and delivered during that period. 
Mr. Riha had sold 4,107 policies at the 
beginning of March, and added 20 more 
during the month. For many years he 
has been the leader in number of poli- 
cies sold among the Union Central 
agents. 


George A. Diuguid, Jr., partner in the 
Union Central Life’s general agency of 
Moss & Diuguid at Lynchburg, Va., 
died at “tis home. He had celebrated his 
70th birthday just a few weeks prior to 
his death. He had been in the Lynch- 
burg agency since 1920. 


A. S. Thomas, manager of the Buffalo 
Mutual Life in Mansfield, O., had a per- 
fect 300 bowling score in a league game 
in that city. This is his second 300 
score. 


S. H. Benbow, 81, Kalamazoo, Mich., 
oldest Northwestern Mutual Life repre- 
sentative, who has produced $5,000,000 of 
business since he joined the company in 
1888, was honored on his birthday. He 
is still active as a producer. He is the 
oldest life agent in Kalamazoo in addi- 
tion to being the veteran of the North- 
western Mutual’s sales forces. 


W. D. MacKinnon, assistant actu- 
ary Equitable Life of Iowa, will attend 


—-——, 
——— 





Honored in Drive 

















0. T. HOGAN 


In an anniversary drive in March in 
honor of President O. T. Hogan, agents 
of the United of Chicago established 
an outstanding record, many men 
doubling and in some cases tripling 
their average volume of new business, 
President Hogan has just returned to 
Chicago from a vacation in Florida. 








the International Congress of Actuaries 
in Rome, May 4 to 10. He sails from 
New York April 20, joining a party of 
American actuaries who embark by the 
same boat. 


Insurance Director Lee Herdman of 
Nebraska has again resumed his dt- 
ties, following a ten-day attack of ill- 
ness that began in Omaha, where he 
had gone to rest for a few days from 
a previous heart attack. Mr. Herdman 
has been put under a strict medical 
regimen for the near future. 


Miss H. Lorine Pickett of Kirkwood, 
Mo., connected with the St. Louis gen- 
eral agency of the Massachusetts Mu- 
tual Life under General Agent C. 0. 
Fischer, led all of the women represen- 
tatives of the company in the amount of 
new business delivered in March. 


Henry V. Stahl, 59, of Portland, Ore. 
more recently with the Northwestern 
Mutual Life and for many years a mem- 
ber of the firm of Binder & Stahl, gen- 
eral agents of the Equitable Life of 
Iowa, died there this week. 


W. H. McBryan, resident vice-pres' 
dent of the U. S. F. & G. in Detrott, 
and O. J. Bayer, head of the Bayer In- 
surance Agency, left Detroit this wee* 
to drive to Edcough, Tex., for a brie! 
vacation. They will start back late next 
week with C. L. Ayres, president of the 
American Life, who has been recupeét- 
ating on a ranch there from an opera 
tion and a stay of many weeks in the 
hospital. 

J. T. Ward, vice-president of the Life 
& Casualty of Tennessee, has beet 
elected president of the Nashville 
Booster Club. 

O. S. White, leading producer in the 
M. L. Woodward general agency of the 
Northwestern Mutual in Detroit, has 
been elected eminent commander of the 
—— commandery of Knights Tem 
plar. 
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NEWS OF THE COMPANIES 





tinens City Life Buys Stock 








Takes Title to Block of Central States 
Shares—St. Louis Companies’ Poli- 
cies Now Registered 





At a public auction in St. Louis the 
Kansas City Life purchased 25,085 
shares or 31 percent of the capital stock 
of the Central States Life of St. Louis. 
The stock had been posted as collateral 
in 1929 for a $264,432 loan made by 
the old Missouri State Life to James 
A. McVoy, then president of the Cen- 
tral States Life, and George Graham, 
then vice-president. In 1932 the Kan- 
sas City Life took over the note. The 
purchase of the collateral for $264,432, 
the amount of: the unpaid balance on 
principal and interest, was merely for 
the purpose of perfecting title to the 
stock held by the Kansas City Life. The 
passage of control of this stock from 
McVoy was reflected in the reorgani- 
zation of the Central States Life about 
ayear ago. Later Mr. Graham was ele- 
vated to the presidency of the company. 

The Central States Life announces 
that beginning April 12 all new policies 
are being registered with the Missouri 
insurance department. This means 
there will be vlaced on deposit with 
the state, securities covering the net 
reserve and the securities will be ap- 
proved by the state. If they should 
depreciate in value, the state will re- 
quire additional securities. 

A certificate will appear on the face 
of every Central States policy certify- 
ing that the contract is registered and 
the net reserve is secured by a pledge 
of bonds or deeds of trust on real es- 
tate deposited with the insurance de- 
partment. 


Court Sets April 27-28 for 


Final St. Louis Arguments 





ST. LOUIS, April 19.—Circuit Judge 
Ryan has set April 27-28 as the dates 
for the final arguments in Superintend- 
ent R. E. O’Malley’s suit for the dis- 
solution of the Continental Life of St. 
Louis on the grounds that it is insol- 
vent and had been grossly misman- 
aged. 

Testimony in the long drawn out trial 
terminated before Judge Ryan last week 
after 57 days in session. 

In setting the oral arguments in the 
case, Judge Ryan instructed P. B. Mc- 
Haney and A. A. Ridge, attorneys for 
Superintendent O’Malley to file their 
brief and written arguments with the 
court by April 18, while counsel for the 
company must file brief and prepared 
arguments by April 21. An additional 
three days is then allowed to the de- 
Partment’s attorneys to present a re- 
buttal brief. It is anticipated that the 
oral battle will last eleven hours, di- 
7 into two court days of 5% hours 
each, 

Mr. McHaney has stated that the de- 
Partment’s brief will include a defini- 
tion of the several major law issues in 
the case, including what constitutes in- 
solvency of a life insurance company 
under the Missouri insurance statutes, 
what are available assets and also inter- 
Pretations of the statutes governing the 
Valuations of bonds in default on either 
Principal or interest or both. 

Theodore Rassieur, chief counsel for 
the defense, has contended from the 
outset of the trial that the only real 
ssue is whether the company is in- 
solvent and that on that basis alone 
can the department obtain a decree of 
dissolution against the company. On 
the other hand the department’s attor- 
Neys take the position that a dissolution 
decree can result from proof of either 
solvency or mismanagement and that 
establishment of the latter charge does 
Not require actual insolvency. 

At the concluding session of the trial 





testimony was presented that the com- 
pany’s security deposits with the Mis- 
souri insurance department exceed the 
legal requirements by $1,203,870. The 
total net policy reserves maintained by 
the company is $14,578,250. 





Washington National Gains 


Renewal premium income of the 
Washington National’s ordinary life de- 
partment showed large increase during 
the first three months this year, being 
34 percent in January over the corres- 
ponding month last year, 48 percent in 
February and 39 percent in March. 
April is “anniversary month” in the 
ordinary life department, which was 
established two years ago under the 
present setup. The silver wedding an- 
niversary of Superintendent of Agencies 
Houlihan also is being observed by in- 
creased production of agents. The 
agents convention will be held at the 
home office, July 16-17, and will be at- 
tended by all managers of the industrial 
departments and members of the or- 
dinary life department who qualify. 


Book Value Has Increased 


At the annual meeting of the directors 
of the Wisconsin National Life, Presi- 
dent C. R. Boardman stated that the 
book value of the stock in the last four 
years had increased from $22.59 to 
$28.37, the highest mark ever reached. 
He said there are evident signs of re- 
vival in business. 


Oklahoma Receivers Continued 


OKLAHOMA CITY, April 19. — 
Judge Hill of the district court here has 
overruled an application for discharge of 
receivers recently appointed by Judge 
Henshaw for the Great Republic Life. 
He ruled that the receivership should be 
continued with J. I. Gibson and S. J. 
Campbell as co-receivers. 


Hartnett Named Comptroller 


P. G. Hartnett has been appointed 
comptroller of the General American 
Life. He was formerly one of the senior 
representatives in St. Louis for Price, 
Waterhouse & Co., accountants. 





Moore to Montana Life 


C. E. Moore, who has been branch 
manager and personal producer of the 
Northern Life in Oregon, has returned 
to the Montana Life as special home 
office supervisor. He was connected 
with the company as home office field 
supervisor and then general agent in 
Montana and Oregon, leaving in 1924. 


License Not Renewed 


The licenses of the Liberty Life of 
Kansas, North American Life of Chi- 
cago and Union Mutual Life of Maine 
are not being renewed in the state of 
Washington. 


In Canada 100 Years 


The Standard Life of Scotland has 
completed its first 100 years in Canada. 
The western Ontario branch under 
Manager A. F. Leggatt, Jr., has been 
in operation in London, Ont., since Jan- 
uary, 1848. The Standard Life has as- 
sets of $125,000,000 (market value), 
covering $165,000,000 insurance in force. 
The Standard Life has increased its 
dividends each year since 1927. 





Life Company Notes 


The Pacific Mutual Life has elected 
H. J. Bauer, president of the Southern 
California Edison Company, a director. 

The name of the Home Mutual Life 
Association of Pauls Valley, Okla., has 
been changed to Home Security Life 
Association. 

W. E. Bixby, assistant secretary Kan- 
sas City Life, has been elected a direc- 
tor. Mr. Bixby is son-in-law of J. B. 
Reynolds, president, and fills the va- 
cancy caused by the death of P. W. 
Goebel. 
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Reputation is what others think of us, charac- 
ter is what we really are, and he who sacri- 
fices character to uphold reputation builds but 
upon shifting sands. Institutions, like indi- 
viduals, have both reputation and character 
and, while reputation may spell temporary 
financial success for the organization, it is 
character which will determine the ultimate 


well-being of its members. 


Character, in an institution, implies lofty ideals 
unflinchingly pursued; the habit of doing just 
a little more than the letter of the contract 
guarantees; observance of the principle that 


service can surpass sheer duty; 


tolerance 


toward the frailties of human nature combined 
with knowledge that the rights of one terminate 
where another’s begin; an integrity to purpose 
that stands firm against the attacks of greed, 
false ambition, and unjust prejudice; a belief 


in the eternal necessity for fair play. 


Character is the philosopher’s stone that trans- 
mutes the commonplace dross of business deal- 
ing into golden nuggets of pleasant asso- 


ciation. 
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“TOO BUSY—TOO HEALTHY— 


Home Office 


Los Angeles, California 


TOO LATE?” 


HIS interesting booklet, 
ypu to you on be- 
half of your clients, re- 
counts actual experiences 
of men who were not too 
busy, too healthy, or too 
late to secure the protec- 
tion of a Pacific Mutual 
Non-Cancellable Disability 
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Over $198,000,000 


























THE NATIONAL 


UNDERWRITER 





April 20, 1934 









—:2 






















































Guaranteed Investment 


@ Do you know that during the past four years—the worst 
in the history of the country—life insurance was able to give 
the same high type of service as during that period of ultra- 
prosperity just preceding? Able to pay the people of this 
country during 1933, alone, more than Three Billion Dollars, 
and during the entire four years over Eleven Billion Dollars? 


@ These statements shouldn’t be surprising to you for the 
record of stability and growth stretch back through the years 
and are guaranteed for the years to come. The investment 
value of life insurance is as certain and enduring as the tides. 
These values are guaranteed. 


Are you interested in the profession? 
Then it will pay you to be friendly with 


“THE FRIENDLY COMPANY” 


a company as sturdy as the oak. 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT INDIANA 













































TWENTY-NINTH ANNUAL STATEMENT 


American National Insurance Company 


Is Conclusive Evidence of Its Remarkable Stability and Growth 


W. L. Moody, Jr., President W. J. Shaw, Secretary 
Shearn Moody, Vice-President E. L. Roberts, Vice-President 
(In Charge Ordinary Agencies) 


FINANCIAL STATEMENT, DECEMBER 31, 1933 


ASSETS 
Cash and Government Securities: 
RSA xia cs Pad sarod Geena ews aon soe $2,065,732.32 
U. S. Government Securities.............. 3,051,832.43 $ 5,117,564.75 




















Pape re) a abies OAK IOIAGs 4.5 65s 650d och ed cd decane s dese 1,067,494.46 
State, Municipal, Public Utilities, Industrial and Miscellaneous 

Bites BODES. .S5% Sica ou bss cin asus say eben eens be 10,706, 196.33 
Ri Le ae OR Eee tA ES Se eS ee SAS 15,452,014.45 
SER INE oh a Luau sia send astasse ee ea ss sae 1,033,645.00 
Policy Loans and Premium Notes...........2200eeeeeeeeeee 6,451,197.13 
Real Estate, including Home Office Building................ 6,514,589.00 
Real tetate Contnict off bales casing nis scvsines sasenees devs 1,719,874.38 
ASETeneE MDs PRON Soa ssc e's vata. a 64% Sin bain slgiha'sein > 987,388.25 
Deferred and Uncollected Premiums..............ceeeeee 1,037,907.58 
PRM ST GIANG os nic Se eR hele eis a Pu eee ok 243,769.62 

TIPS PMN. Sal cde he weld Vik nse tee ees eeeed $50,33 1,640.95 
LIABILITIES 
Net Reserve (American Experience Table, 3 and 3!%).... $39,142,071.10 
Reserve for Death Losses and Maturities in Process of Adjust- 

ND pnd 5 555 Oh ns 6S aah) Veen NESE Reh SSS 386,603.81 
RRND ET EIIINE Sig by vos ccna ewe ner teees esos nee 185,576.93 
ME MUBDMINDE: .i..6.c.c osc sdddsccecsssabbeoa tebe es 828,520.21 
CARINII i ors 5S cos eis CaS vie a Sue RE $2,000,000.00 
BUNS MOOURIVE: bois iii: s sak shuts ncenaceoee 2,250,000.00 

WINN er ono yp sis ctein one en is se Sepa See 5,538,868.90 
Surplus Security to Policyholders............ccscccscneeeds 9,788,868.90 
TURP BURATIES .50.0:5- 5: Wa stisio. ode be ass s Des oe $50,331 640.95 
Ste: lesurareties OOO ie Sik ak God meals bo ow be DEA oe Rok ee $486,962,452.00 
WER: WGI SMCBBIE. ., .. c..0-o3 soca ceosscagi-os «bie 1,200,000.00 
Paid Policyholders since Organization...........cccececcees 60,388,959.32 
Gains Registered in 1933 
HORM RSHS RITRRIIOD 24 foc. 2 kolo 5 noo ese Kou wine ais a. ele oi 4,207,856.00 
PE Ee aes ss Fas bolic cakea és oo abu ciedu eek 884,140.06 
Surplus Security to Policyholders...............05- 263,112.13 


OVER ONE AND ONE-HALF MILLION POLICYHOLDERS 
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LIFE AGENCY CHANGES 
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Woody Is to Succeed Berls 





Baltimore Agency Manager of Equitable 
of New York Goes to Chicago 
to Head Office 





H. F. Berls, agency manager of the 
Equitable of New York in Chicago, has 
resigned as of April 30, to take another 
position with the company. He has 
gone on a two months’ leave of ab- 
sence, traveling by automobile to Cali- 
fornia, and will assume his new duties 
July 1. 

Warren V. Woody, agency manager 
of the Equitable in Baltimore, is to 
succeed Mr. Berls in Chicago. Mr. 
Woody, who was a football star and 
then football coach of the University 
of Kansas, went with the A. M. Embry 
agency of the Equitable in Kansas City, 
becoming assistant agency manager. In 
several years he built the largest unit 
in the entire Equitable organization, 
with production between $4,000,000 and 
$5,000,000, then was transferred to Bal- 
timore as agency manager. No an- 
nouncement has been made as to the 
succession in the Baltimore agency. 

Mr. Berls has been with the Equitable 
in Chicago for many years. He was 
tendered a dinner by the unit managers 
in his agency, arrangements being in 
the hands of H. T. Wright, millionaire 
producer, who is associate agency man- 
ager. 


Combs Joins Northwestern 
National in Portland, Ore. 








W. B. Combs, prominent general 
agent of Portland, Ore., for many years, 
has been appointed general agent for 
the Northwestern National Life in that 
city. He has opened offices in 221 Pit- 
tock block. Mr. Combs for many years 
was a partner in the Combs agency rep- 
resenting the National Life of U.S.A., 
which regularly placed among the five 
leading agencies of that company, and 
was a member of the production and 
app-a-week clubs. He is past president 
and past secretary Accident & Health 
Managers Club of Oregon. The Combs 
agency was founded by his father and 
uncle in 1907. Mr. Combs before enter- 
ing the agency was in the U. S. mer- 
chant marine as deck officer and has 
held for 11 years an unlimited master’s 
license. He is a lieutenant in the United 
States naval reserve. W. F. Grantges, 
agency director, and E. P. Balkema, 
agency instructor, have been assisting 
Mr. Combs in establishing the agency. 
This is the third office of the North- 
western National in Portland, E. N. 
Miller and J. A. Honey being the other 
general agents there. 


Palmer Takes Cincinnati 
Post. for Berkshire Life 


The Berkshire Life has appointed A. 
C. Palmer general agent in Cincinnati. 
Mr. Palmer is a graduate of Benjamin 
Harrison Law School of Indianapolis. 
Before going into life insurance he was 
in advertising and publishing work. In 
1919 he went with “Insurance R. & R. 
Service” of Indianapolis and was direc- 
tor of its field service for seven years. 
In 1927 he joined the Peoria Life as 
supervisor in Pennsylvania and New 
Jersey, building an aggressive unit. In 
1932 he went to Minneapolis as general 
agent for the Home Life. 


Grant With R. L. Jones 


_W. P. Grant has been appointed asso- 
ciate general agent in the R Jones 
agency of the State Mutual Life in New 
York City. His father was general agent 
of the Penn Mutual in Seattle for many 
years and his grandfather Salt Lake 











a 


City general agent for the same con. 
pany. Mr. Grant, a University of Wash. 
ington graduate, attended a supervisor 
school of the Penn Mutual. He marrie 
a daughter of J. Elliott Hall, who recent. 
ly resigned as New York general agen 
of the Penn Mutual, and joined th 
agency as supervisor and _ instructor, 
Later he became an assistant in the Pry. 
dential agency of H. L. Wyford, remain. 
ing two years before going with the 
State Mutual. 


H. S. Hatfield 


H. S. Hatfield, who has been a field 
supervisor with the Recht & Kutcher 
general agency of the Northwestem 
Mutual Life in New York City, ha 
been appointed production manager oj 
the M. W. Mack general agency in Cin. 
cinnati. He completed the Northwestern 
Mutual Life education course in June 
1929. For 10 years he was associated 
with his father in the life insurance busi- 
ness, and has had a wide experience 
as a solicitor and organizer. 


W. M. Doyle 


W. M. Doyle of Portland has been 
named Oregon general agent of the 
Central Life of Iowa, with offices in the 
Bedell building. He began his insur. 
ance work as an agent there for the 
Missouri State Life, later going to 
Houston, Tex., as special representative 
for the American National of Galves- 
ton. ~* 
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R. R. Burtner 


R. R. Burtner has been named general 
agent of the Bankers Life of Nebraska 
at Harrisburg, Pa., his native city. He 
is a graduate of the University of Penn- 
sylvania, and after working with its ex- 
tension department entered life. insur- 
ance four years ago. 


Marshall Johnston, Jr. 

Marshall Johnston, Jr., formerly with 
the Connecticut Mutual Life in San Anr- 
tonio, Tex., has been appointed general 
agent there for the Illinois Bankers Life, 
with offices at 613 South Texas Bank 
building. G. R. Duling, Texas fiel 
supervisor, who plans to develop new 
territory for the Illinois Bankers it 
Texas, will have headquarters at the 
same address. 


C. D. Fuller 

C. D. Fuller has been appointed 
agency supervisor of the W. B. Statk 
agency of the Home Life of New York 
in Syracuse, N. Y. He has been in lift 
insurance with the Mutual Benefit since 
war service. He served as president 
the Syracuse Life Underwriters Assoc 
ation and is now a national executivt 
committeeman of that organization. Mr. 
Fuller is a past commander and pas 
vice-commander of the American Le 
gion in Syracuse, and past chef de gatt 
of the 40 and 8. He is president of tht 
Scottish Rite luncheon club and is a 
tive in civic organizations. 
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Harry Merkin 
Harry Merkin has been appointed a 
sistant manager of the Alfred B. Lev 


Starting 










agency of the Equitable Life of New Car 
York in Philadelphia. He has been col Fiftee 
nected with the agency since 1926. fice offi 

ant gens 







Dr. R. N. Blackwell 
The Capitol Life of Denver has 4 
pointed Dr. R. N. Blackwell to develo? 
agencies throughout Texas in territot) 
now unoccupied by the company. He 
ve formerly with the United Fidelit 
ife. 
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W. L. Morrow 
Wm. L. Morrow, formerly with th 
San Antonio agency of the Connectict! 
Mutual, has been appointed San Antoni 
Tex., general agent of the Ohio Natiom 
Life, with offices at 1620 Smith-Yout$ 
Tower. 
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LIFE COMPANY CONVENTIONS 








Mutual Benefit’s Agents Meet 





























ne com: 

£ Wash. 

‘maa President Hardin and Vice-President 
> recent. Thurman to Attend Worcester Ses- 
al be sions of New England Offices 

ned the 

str . 

the Pre New England representatives of the 
remaip. (@ Mutual Benefit will meet in Worcester, 
vith the ime Mass., April 28, to discuss business 


problems with company executives. A 
special program has been prepared for 
representative’s wives. There will be an 
informal dinner. C. H. Ream, Worces- 
ter, general agent Mutual -Benefit, is in 
charge of arrangements. 


1 a field 
Kutcher 


1western Home office officials who will attend 
ity, has fare President John R. Hardin; Oliver 
lager of Thurman, vice-president and _ superin- 
"in Cin- MB tendent of agencies; Al. J. Riley, under- 
western IM writing executive; V. W. Samms, assist- 
in June, fant superintendent of agencies; and Mil- 


sociated 
ice busi- 
perience 


dred F. Stone, agency field secretary. 
The guest speaker will be A. P. Steler, 
veteran Detroit agent who for nine years 
led the company’s 3,000 agents in num- 
ber of lives insured and for a number 
of years placed more than $1,000,000 an- 
nualty. 

New England general agents who will 
attend are Floyd DeGroat, Boston; E. 
(. Hawes, Bangor; T. S. Dean, Bur- 
lington; W. H. Griswold, Hartford; W. 
E. Johnson, Jr., Nashua; W. DeC. 
Moors, Portland; E. S. Latimer, Provi- 
dence; T. E. Trombley, Springfield; C. 
H. Ream, Worcester, and also A. F. 
Lewis of Syracuse and J. B. Thompson 
of Albany. 


Hold San Francico Meet 
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ity. He of State Mutual Agents 
of Penn- 

1 its West coast agencies of the State Mu- 
e. insur- 


tual Life will hold a three-day confer- 
ence in San Francisco April 23-25. This 
will complete a series of regional meet- 
ings held in the course of the last ‘six 


rly with Mmonths. General Agent R. R. Rob- 


San - erts will conduct a meeting of general 
otite agents. Agents and general agents will 
"Baal attend the other four discussions. Gen- 


tral Agent E. A. Kelloway, San Fran- 
cisco, will head a discussion of pros- 
pecting; General Agent J. H. Carson 
wil be chairman of a meeting on or- 
ganized selling; discussion of sales prob- 
lems will be led by General Agent S. 
R. Strong, Portland, and a discussion 
o time and effort control will be led 
by H. V. Montgomery, San Francisco. 
Vice-president R. B. Gordon and As- 
sistant Superintendent of Agencies J. 
H. Eteson will be present. 


as field 
lop new 
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ee Hold Convention in Mexico 

xecutive MM Four company officials and about 30 
ion. Mr Meets of the Texas Prudential of Gal- 
nd past #"ston, from Texas, Oklahoma and Mis- 
~an Le Curl, attended the agency convention in 
de gart Mexico City. They were in Mexico for 


several days. 

ome office people making the trip 
were S. E. Kempner, H. Gale Rogers, 
E.T, Elmendorf and J. W. Dickey. The 
gents assembled in San Antonio before 
starting for Mexico. 





nted as- 

B. Lev " 

of New Canada Life Meets on Coast 
een Coll Fifteen club members and two home of- 


26. te officials, A. Gordon Ramsay, assist- 


ait general manager, and R. J. Trenouth, 
‘sistant superintendent, led a discussion 








has a "a wide variety of subjects when west 
develo) Bast branch members of the Canada 
territory Mlle “Quarter Million” and “Century” 
ny. He @#Uubs met at Monterey, Cal., in the first 
Fidelity J the company’s 1934 regional conven- 


tions. A great future for life insurance 
Was predicted by one speaker who based 
8 prognostication upon five factors:— 
* he stock market crash panic and 


mcquent depreciation of all major se- 
1 






vith the 
necticut 








A ntonid a ties; 2. The tremendous drop in real 
Nationa aed value; 3. Less faith in man’s abil- 
1- Young Y to safeguard family and business in- 









‘tests; 4. Much greater demand when 





buying power of public returns, and 5. 
The failure of other means to save 
safely. 

Mr. Ramsay delivered the main talk 
at the banquet and reviewed the com- 
pany’s standing and intimate financial 
affairs. Mr. Trenouth analyzed the com- 
pany’s annual statement. 





Travelers Executives in South 
Following a conference of managers 


of the middle west and south central 


divisions of the Travelers at Biloxi, 
Miss., several officials of the company 
were entertained in New Orleans by F. 
W. Sinclair, manager for Louisiana and 
southern Mississippi. Among them 
were L. E. Zacher, president; B. A. 
Page, vice-president; H. H. Armstrong, 
vice-president; J. O. Hoover, superin- 
tendent of agencies; G. V. Kuehner, 
superintendent of agencies; J. S. Beber, 
assistant superintendent of agencies, and 
W. L. Murrell, agency assistant. 


Licova Club in New Orleans 


Representing units in Georgia, Ala- 
bama and Louisiana, 300 agents of the 
Life of Virginia attended a dinner of the 
Licova Club in New Orleans. Ed. 
Piquet, New Orleans, vice-president of 
the Licova Club, was host at the dinner, 
and J. C. Howard, president of the club 
and district manager in Atlanta, was 
toastmaster. Speakers included Presi- 
dent B. H. Walker; I. T. Townsend, 
vice-president; E. A. Crawford and 
Frank Orgain, assistant secretaries; Guy 
Lyman, vice-president Life Underwrit- 
ers Association of Louisiana; E. J. Mc- 
Givney, general counsel Pan-Americari 
Life and H. E. McClain, Indiana com- 


missioner of insurance. 


Provident Mutual St. Paul Meet 


Approximately 100 agents of the Prov- 
ident Mutual Life from St. Paul, Minne- 
apolis and Duluth attended a conference 
in St. Paul. W. D. Cross, assistant 
manager of agencies, and Milnor Bechtel 
of the agency department were on hand 
from the home office. The three Min- 
nesota agencies reported a gain of 35 
per cent in business the first quarter this 
year. 





Abraham Lincoln Regional Meetings 

The Abraham Lincoln Life is holding 
a series of regional meetings this week, 
sessions being held in Springfield, IIl., 
Monday, Cleveland Wednesday and Chi- 
cago Friday. 





Massachusetts Mutual Convention 


The annual convention of the Massa- 
chusetts Mutual Agents Association will 
be held at Swampscott, Mass., June 4-6. 








CHICAGO NEWS 














HEAVEY APPOINTED ASSISTANT 


Wade Heavey has been appointed as- 
sistant agency manager in the Sam 
Lustgarten agency of the Equitable of 
New York in Chicago. He was for 
several years a field instructor for the 
Equitable, traveling throughout the 
country. Mr. Heavey is a West Point 
graduate who had experience in a 
Louisville bank, joining the Powell 
agency of the Equitable there. He was 
organizer and instructor in the agency. 

* * x* 
HUGHES INCORPORATES SERVICE 


Pingree C. Hughes, who for some 
time has operated an insurance analysis 
service in Chicago, and whose frank 
pamphlet on life insurance published 
some time ago caused something of a 
sensation, now is operating under the 
name of the Insurance Report & Analy- 
sis Co., located in room 900, 176 West 
Adams street, Chicago. The service 
moved from 155 North Clark street 
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where originally located. The company 
was incorporated March 3, 1934, the in- 
corporators being Mr. Hughes, George 
Dodson and F. B. Carson. 

Mr. Hughes until recently has been 
giving a 15-minute broadcast on life in- 
surance over Station WCFL in Chicago. 
He is no longer on the air. It is under- 
stood that the program cost him $175 
per broadcast. 
oak 


BUSINESS BUREAU BROADCASTS 

Life insurance was featured in a 
broadcast ‘of the Chicago Better Busi- 
ness Bureaii over WMAQ. There have 
been a number of radio programs over 
Chicago stations in which life insurance 
was discussed from the academic, “open 
minded” or utterly frank viewpoint, the 
material being of such nature that it was 
subject to misinterpretation and misun- 
derstanding by many laymen. The Bet- 
ter Business Bureau, of which the Chi- 
cago Association of Life Underwriters 
is a member, carries great weight with 
the public and its broadcast served to set 
at rest much public uneasiness caused by 
sending “clinical” discussions over the 
air. 

* * x 


COMMISSIONERS IN CHICAGO 


A number of insurance commissioners 
were in Chicago last week for a three- 
day hearing on the affairs of a fraternal 
organization. They were Commissioners 
Mitchell of California, Brown of Min- 
nesota, and O’Malley of Missouri. 


* xk x 
WARREN IN CHICAGO 


W. F. Warren, secretary of the Okla- 
homa Insurance Board, was in Chicago 
this week investigating activities of un- 
authorized companies soliciting insur- 
ance by mail. Mr. Warren said that this 
is one of the most difficult problems the 
insurance department is facing. Al- 
though a few of these companies are 
financially sound, some are not paying 
claims and many complaints are being 
recetved by the Oklahoma board. Mr. 
Warren said the only adequate solution 
of the problem is to have the federal 
government regulate the use of mail 
by these concerns. 





Life Agency Notes 





D. F. Whaley, district manager for 
the Southland Life, has had his territory 
enlarged, and has moved his office from 
Mercedes, Tex., to the Majestic building 
in San Antonio. 

W. M. Stokes, formerly with the San 
Antonio agency of the Amicable Life of 
Waco, Tex., has been appointed district 
manager for the Fidelity Union Life in 
San Antonio. 


I. R. Brady, a member of the San 
Antonio agency force of the Acacia Mu- 
tual Life, has been appointed branch 
manager for the Acacia Mutual at Aus- 
tin, Tex., with offices at 306 Scarborough 
building. 


N. Rosati, recently appointed assistant 
manager, has been placed in charge of 
production of the Prudential ordinary 
agency in Detroit. J. M. Rhodes, assist- 
ant manager, has been given charge of 








NEWS OF LIFE 


ASSOCIATIONS 





To Hold New York Congress 


Superintendent Van Schaick, Anderson, 
Patterson, Jaqua and McMillen 
Are on Rochester Program 





The annual sales congress of the 
New York State Life Underwriters As- 
sociation will be held in Rochester, 
May 11, with a program of headliners 
scheduled. Superintendent Van Schaick 
of New York is expected to be one of 
the guests. The speakers who have al- 
ready been engaged are C. Vivian An- 
derson of Cincinnati, president National 
Association of Life Underwriters; A. E. 
Patterson, Chicago, general agent for 
the Penn Mutual and third vice-presi- 
dent National association; A. R. Jaqua 
of the Diamond Life Bulletins, and Clif- 
ford McMillen, general agent for the 
Northwestern Mutual in New York 
City. 

kK Ox 


Hull and Wilson on Tour 


of Illinois Associations 


R. B. Hull, managing director Na- 
tional association, will address a number 
of Illinois associations next week. April 
23 he will speak at a meeting of the 
Decatur association, that evening before 
the Bloomington association; Tuesday 
morning, a breakfast meeting with the 
Quincy association, that noon Rock 
Island County association, evening, the 
Elgin association; Wedne$Sday noon, 
Rockford association and that evening, 
the Waukegan association. The asso- 
ciations have arranged for a civic meet- 
ing so that Mr. Hull’s topic, “Industrial 
Recovery and Life Insurance,” will 
reach some 1,500 life agents and policy- 
holders. J. H. Wilson, president LIlli- 
nois association will make the tour by 
car with Mr. Hull. 

The executive committee of the IIli- 
nois association has set May 26 for the 
annual meeting of the state association, 
4 be held at the Decatur club, Decatur, 
Il 


* * * 
Missouri—The first annual banquet 
will be held at Springfield, Mo., May 10. 
Cc. O. Fischer, general agent Massachu- 
setts Mutual Life, St. Louis, is president. 
New local associations are now being 
organized in Cape Girardeau and Han- 
nibal, Mo. 

* * * 
Lexington, Ky.—C. M. Rankin has been 
elected president; T. A. Hagan, vice- 
president; A. L. Atchinson, secretary- 
treasurer, and Edgar Richardson, di- 
rector. Virgil Samms, assistant super- 
intendent of agencies Mutual Benefit 
Life, was the principal speaker. 

* *k * 
Burlington, In.—R. B. Hull, managing 


Life Insurance” at a luncheon meeting 
April 20. Members of the Fort Madison, 


Keokuk, Mt. Pleasant, Ottumwa and 
Galesburg, Ill., associations have been 
invited. 

* * * 
Charleston, W. Va.—T. M. Riehle, 


Equitable Life of New York in New York 
City, is addressing the Charleston asso- 
ciation at a luncheon meeting April 26, 
while en route to the mid-year meeting 
of the trustees and executive committee 
of the National Association at Cincin- 
nati. 
* * * 

Grand Rapids, Mich.—E. A. Crane, gen- 
eral agent Northwestern Mutual, Indian- 
apolis, spoke at the April meeting on 
“Why Life Insurance.” He brought out 
from his own experience that no one is 
too wealthy to have a need for insur- 
ance. He was introduced by Ira Blos- 
rom, local general agent of the North- 
western Mutual. 

* * X 


Michigan — The semi-annual meeting 
will be held in Detroit May 22. J. Ar- 
thur Pino, Lansing, district agent Mu- 
tual Benefit, is president of the state 
association. 

* *K * 

Saginaw, Mich.—Adaptation of policies 
to present times rather than to the 
standards of 1929 was urged by R. D. 
Stearns. He also advised following up 
old policyholders as the best prospects 
for new coverage. 

A. F. Brogger deprecated the fear of 
“taking up the other fellow’s time.” He 
said the agent should be convinced that 
he is doing his prospect a real service. 
Cc. N. Winston demonstrated several ap- 
proaches for typical prospects. 

* kx * 


‘ Pittsburgh—At the annual sales con- 
gress April 27 the following will speak: 
Lowell Thomas, author and newspaper 
man; E. C. Sparver, director of agencies 
Reliance Life; Manuel Camps, Jr., Bos- 
ton general agent Penn Mutual Life, and 
Dr. G. B. Van Arsdall, field instructor 
Equitable Life of New York. A number 
of Pittsburgh producers will discuss 
local problems. 
* * * 

San Francisco—J. B. Duryea, nationally 
known author and lecturer on life in- 
surance and former general agent of the 
Penn Mutual in San Francisco, addressed 
the ten weeks’ training course conducted 
by the San Francisco association on 
“Entering Wedges and Approaches.” 

* * * 

Portland, Ore.—New officers who will 
be installed at the May meeting, are: 
T. H. West, Phoenix Mutual, president; 
F. W. Paris, National Life of Vermont, 
vice-president; W. W. Robison, Mutual 
Life of New York, secretary-treasurer. 
Executive committeemen are P. J. Dick- 
erson, Prudential; W. E. North, New 
York Life; V. C. Gilbert, Equitable of 
Iowa, and Philip Englehart, Massachu- 
setts Mutual. 


* *k * 
Neenah-Menasha, Wis.—Col. F. J. 
Schneller, Neenah manufacturer, spoke 


at a meeting in Menasha on the need for 
organization and the advantages to be 





director of the National association, 





conservation work. 


will speak on “Industrial Recovery and 


derived from it. 
The officers named for the new asso- 
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Many Cities Visited by 
Anderson and Patterson 











C. Vivian Anderson, president of the 
National Association of Life Under. 
writers, and A. E. Patterson, third vice. 
president, have been on an extensive 
speaking tour to the local organization; 
in Lincoln, Neb., Omaha, Denver, Sal 
Lake City, Los Angeles, San Francisco, 
San Diego, Portland, Ore., Seattle, Spo. 
kane, Helena, Mont., Fargo, N. D., and 
Milwaukee. Mr. Anderson gave his talk 
on “Have You Made Your Will?” point. 
ing out the possibilities in this form of 
sales approach. In his talk on “Medi. 
ocrity,’ Mr. Patterson stressed the need 
for the right mental attitude in selling 
In Milwaukee the national officials dis. 
cussed plans for the annual convention 
of the National association in Septem. 
ber with the local agents. Mr. Ander. 
son will visit the east in May and is 
scheduled to speak before the Boston, 
Newark and New York associations. 








ciation, organized in March, are: E. L, 

Rickard, president; Claude Meyer, vice- 

president; Carroll McEathron, secretary, 
* * * 

Columbus, O0.—R. B. Hull, managing 
director National association, will speak 
May 16. The association will hold no 
meeting this month. 

* * * 


St. Cloud, Minn.—F. J. Lueben, high 
school professor, was principal speaker 
at the April meeting. 

* Dek 

New York City—President F. J. Mulli- 
gan announces that the next meeting, 
May 8, will be ladies’ night, with 
dancing following the dinner. One of 
the speakers will be C. C. Gilman, agent 
of the National Life of Vermont in Bos- 
ton, the other has not been decided on, 
but will probably be a prominent woman 
agent. 

* * * 

San Jose, Cal.—A life underwriters as- 
sociation has been organized with the 
following officers: President, Lawrence 
Gott, Acacia Mutual; vice-president, 
James Fitzgerald, Fidelity Mutual; sec- 
retary-treasurer, Graham Peake, New 
York Life. 





*x* *k * 

St. Louis.—J. R. Hastie, associate man- 
ager Heifetz agency, Mutual Life of 
New York in Chicago, will address the 
St. Louis association at the regular 
meeting April 26, his subject being 
“Budgeting and Programming.” 

* * * 

Pittsburg, Kan.—F red MHolderman, 
Equitable Life of New York, is president 
of the newly organized Pittsburg asso- 
ciation. J. J. Brazil, New York Life, is 
vice-president, and E. J. Rennick, Fed- 
eral Reserve Life, is secretary-treasurer. 

* *k * 

Philadelphia.—-At the annual sales con- 
gress at the Bellevue-Stratford on 
Thursday, P. C. Dawson, production man- 
ager Beers agency, New England Mutual 
Life, New York City, talked on 
“Power;” J. Elliott Hall, general agent 
Penn Mutual Life, New York City, on 
“Momentum;” Dr. E. B. Twitmyer, head 
of the department of psychology, Uni- 





versity of Pennsylvahia, on “Ignition;” 
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Connections Sh 


More Than Just An Agency Contract 


—a sound, conservative Company. 
—a Company which will not sell out nor reinsure. 
—pleasant relations with the Home Office staff. 

—Home Office Sales Co-operation. 


—and, of course, a liberal Agency Contract. 


For Information, write 
(use coupon at right.) 


Nat gmnals|y® 


Insurance 


Home Office, Madison, Wis. 
C. M. Kremer, Supt. of Agents _ 
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To C. M. KreMER . 
Care National GuarpDIAN LIFE 
Madison, Wisconsin 


Please send me details of your 
Agency Contract. 
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Max Hemmendinger, Mutual Benefit Life 
nead office, on “Fuel;” President J. A. 
Fulton, Home Life of New York, on 
“Control;” George Kutcher, general agent 
Northwestern Mutual Life, New York 
City, on “1934 Models.” 

* * * 

Colorado.— Dix Teachenor, Kansas 
City, Mo., million dollar producer of the 
Kansas City Life, will speak at a break- 
fast in Denver April 19. 

* * * 

Lansing, Mich.—Membership has gained 
18 percent during the past year. E. A. 
Crane, Indianapolis general agent of the 
Northwestern Mutual Life, spoke on 
“Why Life Insurance.” Mr. Crane said 
that if life underwriters adopt the right 
attitude and methods the next decade 
will be the most prosperous in history 
for the business. 

* * * 
Northern New Jersey—President H. C. 





Lawrence has announced as speakers for 
the sales congress in Newark, May 16, 
C. Vivian Anderson, president National 
association, and Frank H. Davis, vice- 
president Penn Mutual. There will be 
morning and afternoon sessions, with a 
luncheon. 
*x * x 


Elmira, N. Y.—J. F. Tracy, dean of 
life insurance men in this area, was hon- 
ored at a luncheon. Mr. Tracy is 79 
years of age and still going strong as 
a personal producer. 

Greetings of the local association were 
extended by its president, Edward 
Bremer. The service which life com- 
panies have rendered during the depres- 
sion was related by Elmer Beesley, man- 
ager State Mutual Life, Syracuse. 

*x* * * 


Des Moines.—Paul Speicher, Insurance 
Research & Review, spoke on “The Un- 
answerable Logic of Life Insurance.” 
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NEWS OF THE FRATERNALS 





To Continue Exhibit at Fair 





Head Banker Aleshire Directs Revamp- 
ing of Activities for Chicago Ex- 
position—Production Increases 





Exhibit of the Modern Woodmen will 
be continued at the Century of Progress 
Exposition, Chicago, this year, it is an- 
nounced by O. E. Aleshire of Chicago, 
head banker, who has active direction of 
the exhibit. Much more attractive 
quarters have been taken in the Social 
Science hall and the exhibit is being 
completely revamped with the idea of 
giving it animation. H. F. Hooper, who 
last year was in charge of the G. N. C. 
Merriam exhibit of the Webster dic- 
tionaries in the exposition, will be in 
charge as custodian. 

There will be a service exhibit, with 
dioramas and movies depicting sanatoria 
and whole family protection. There will 
be special days set aside for activities of 
various camps and it will be a meeting 
place of M. W. A. members. 

A feature will be the giving away of 
anew type cross-word puzzle containing 
words missing from an accompanying 
story. Total prizes of $750 will be set 
up for the best 100-word essays on ad- 
vantages of fraternal insurance and M. 
W. A., first prize being $250 and there 
being 75 prizes in all. The cross word 
puzzle must be completed and sent in 
with information on age, address, etc., of 
the person submitting the essay. This 
is expected to interest school children. 

The Modern Woodmen has recorded 
large production increases in February 
and March, total new business in Febru- 
ary being $2,960,000, an increase of 
$500,000, and in March $3,416,500, when 
2,000 new members were added. 


Mrs. Willard Temporarily 
Head of Woodmen Circle 


Mrs. Heanie Willard of Dallas, Tex., 
national vice-president of the Woodmen 
Circle of Omaha, temporarily has as- 
sumed the duties of president following 
the death of Mrs. Mary E. La Rocca. 
A special session of the national con; 
vention to name a successor to Mrs. La 
Rocca will be held in May. 


First Catholic Slovak Order 


Directors Meet in Chicago 














Directors of the First Catholic Slovak 
ociety of Cleveland met for their an- 
nual business session in Chicago, Adam 
Podkrivacky of Chicago, president of the 
order, presiding. Other officials at- 
tending were Secretary John Sabol and 
Emric Valko, president of the finance 
board, both of Cleveland; and Andrew 
Novak of Pittsburgh, treasurer; Joseph 
ascak, Youngstown, O., vice-president, 
and Albert Elderyi, auditor. 
mong other things, the directors dis- 
Cussed the program in support of va- 











rious Catholic institutions which as- 
sist their own people, and made plans 
for the Jednota Olympics to be held in 
connection with the order’s national 
convention in Cleveland late in the sum- 
mer. 


American Woodmen Remove 





Tax Case to Federal Court : 





The Federal court in Oklahoma City 
will pass on the question whether fra- 
ternals in Oklahoma must pay an in- 
surance fee tax, the usual 2 percent on 
premiums collected from other insurance 
companies in the state. The American 
Woodmen has removed its case to fed- 
eral court. This Denver society is 
claimed by the state to owe $20,735 back 
taxes and license fees. 

The movement against the societies 
started several months ago when Gov- 
ernor Murray directed that suits be 
brought against 32 societies. The mat- 
ter was considered by the fraternal in- 
surance board, three of the five mem- 
bers voting to issue licenses to the so- 
cieties regardless of the court action or 
the governor’s order. 


Completes 40 Years’ Service 


Dr. J. F. Davidson, medical director 
of the Ben Hur Life Association and 
one of its four original founders, this 
month is completing 40 years’ service 
with the association. 


A. O. U. W. of Kansas in Report 


The A. O. U. W. of Kansas in a val- 
uation report as of Dec. 31, showed 
$25,725,388 insurance in force. Ratio 
of mortality to expected was 83.09 per- 
cent, there being $623,347 death losses 
paid during the year. Admitted assets 
were $4,641,425, surplus $146,461. The 
society had $916,000 group insurance in 
force. In the juvenile branch were 
in force 9,791 certificates totaling 
$2,756,819 insurance. 














| NEWS OF LIFE POLICIES} 





Books, ete. ; Supplementing the “Unique Manual- |, 
Digest, Pi 
“Little Gem” published annually in March at $2.00 
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Franklin Life 
The Franklin Life has withdrawn its 
single premium investment annuity con- 
tract which provides for a life annuity 
commencing at age 70 with optional an- 
nuities available from ages 50-69, inclu- 
sive. 





Security Mutual, Nebraska 


The Security Mutual Life of Nebraska 
announces that the banking part of 
its service will be reduced to the min- 
imum, being limited to deposit of funds 
connected with policy values. When div- 
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Wihaen you contemplate 
a new insurance connection, 
there are four questions you 
will want answered. Here 
they are: 





1. Company—is it a sound, progressive institution? 

2. Contracts—is there a diversified group, and are 
the rates in line? 

3. Compensation—are the first year and renewal com- 
mission schedules attractive? 

4. Co-operation—what field and Home. Office aids 
are given? 








You can secure complete and satisfactory answers to. these 
questions by writing 


THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 
RICHARD H. KIMBALL, President 
Chattanooga, Tennessee 
Faithfully Serving Policyholders Since 1903 




















Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 
Assistance in the Field Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
eas § 6€§6©eCne ae 
An Old Line Legal Reserve Company—Established 1895 


39 Years of Continuous Faithful Service 
to Policyholders 





Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay ror Particutars 


431 South Dearborn Street Chicago, Illinois 














‘6 NEW JERSEY NEW YORE 9 


INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 


‘“‘A Good Company To Represent 
Ps PENNSYLVANIA —Represent a Good Compamy’”’ _connEcTICUT e 
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Opportunity for managers 


Desirable Territory 


pte: qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and_ assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
80 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability - 
and double indemnity. 


If you are interested in a manager's contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 















































New Dual Income Policy 


Another sharp tool for Fidelity selling kits. 
Combines in one contract its famous “Income for 
Life” plan and the well-known Family Income plan 
to provide coverage of the broadest appeal. 


Issued with Disability 


May be issued with disability income of $10.00 
per month for each unit of “Income for Life” 
provided. With “Income for Life,” Family Income 
and the “Dual Income” policies, in addition to its 
popular Bridge-Builder and Fortifier plans, Fidel- 
ity agents can successfully meet the modern trend 
of insurance buying. 


Send for booklet, “The Company Back of the 
Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Wanted: Managerial Material 
BUFFALO MUTUAL LIFE INSURANCE COMPANY* 









for the States of New York and Ohio BUFFALO, NW. 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 













idends are left on deposit, they must re- 
main a year before interest will be cred- 
ited. Premiums paid in advance for 60 
days or more will be credited with in- 
terest at 3% percent for the length of 
time paid in advance. Withdrawals will 
be permitted at any time under the con- 
ditions named. Premium deposit fund 
moneys will be credited with the cur- 
rent rate of interest on each anniver- 
sary date, if left for at least a year; 
no deposit for less than $5 will be ac- 
cepted, and all deposits for more than 
60 days and less than a year will be 


allowed the guaranteed rate of 31% pe. 
cent interest. Once placed in the fung, 
however, deposits cannot be withdraw, 
in cash and may be used only for pay. 
ing premiums. 





Atlantic Life 
The Atlantic Life of Richmond, Va, 
announces that a rate of interest pajg 
on dividends left on deposit and on funds 
held under the provisions of the settle. 
ment options will be 4% percent fron 





April 1. 








~ACCIDENT AND HEALTH FIELD 





Round Table Topics Listed 


Many Vital and Timely Questions to Be 
Discussed at Health & Accident 


Underwriters Conference 








The “round table” discussions always 
constitute an important feature at an- 
nual meetings of the Health & Accident 
Underwriters Conference. Interest in 
these discussions lies chiefly in the fact 
that the topics discussed are important 
and vital to every executive and result 
in a widespread expression of views. 


Round Table Discussions 


At the meeting to be held in Chicago, 
June 18-21, the round table discussions 
and those who will introduce them have 
been announced, as follows: 

“Phraseology of the ‘Not-Covered’ or 
Additional Provisions,” C. O. Pauley, 
Great Northern Life. 

“Accident and Health Insurance for 
Women,” Miss E. Lindstrom, North 
American Accident. 

“Grace Periods,’ W. G. Tallman, 
Great Western of Des Moines. 

“Human Aspects of Claim Settle- 
ments,” -G. A. L’Estrange, Abraham 
Lincoln Life. 

“Medical Reimbursement Coverage,” 
Armand Sommer, Continental Casualty. 

“Five-Classification Manual,’ Harold 
R. Gordon, executive secretary Health 
& Accident Underwriters Conference. 

“Development of Monthly Collections 
by Mail,” E. C. Bowlby, Fidelity Health 
& Accident. 

Each discussion will be preceded by 
an introductory. paper, which will be 


a 


discussed informally by those present at 
the meeting. 


Woodward Again Active Manager 

H. A. Woodward, for many years 
manager of the accident and health de. 
partment of the Old Line Life of Mil 
waukee, who on account of his health 
has been acting as consulting manager 
for the past year, is now so greatly im. 
proved in health that he is back on the 
job again as active manager of that de- 
partment. 


Takes Independent Life Business 


The Mutual Benefit Health & Acci- 
dent has taken over the accident and 
health business of the Independent Life 
of Nashville, for which Commissioner 
Tobin of Tennessee was recently ap- 
pointed conservator. Most of the busi- 
ness is in Tennessee and Ohio, with 
some in Texas, Alabama, North Caro- 
lina and West Virginia. 


Hill Back With Provident 
The Provident Life & Accident an- 











nounces the appointment of Howard R. 
Hill as assistant vice-president of its 
group department, which writes disabil- 
ity and life coverage on the payroll de- 
duction plan. Mr. Hill returns to the 
Provident after an absence of a year 
and a half, during which time he has 
been connected with the Travelers 
group division as manager of the Phila 
delphia office. He was formerly secre- 
tary of the group department of the 
Provident, going to that company from 
the Connecticut General, where he was 
sales manager and assistant manager of 
the group department. 











SECOND WOMEN’S UNIT OPENED 


J. A. Stevenson, head of the Penn 
Mutual’s Philadelphia agency, has es- 
tablished a women’s unit in Room 3107, 
30 Rockefeller Plaza, New York City. 
Miss Leonora E. Olsen is manager. Mr. 
Stevenson started the first women’s unit 
in Philadelphia four years ago, Miss 
Sophia W. Bliven being manager. The 
Philadelphia unit has been successful, 
producing $3,000,000 to $4,000,000 a 
year. The New York office will spe- 
cialize in income service for professional 
and business women, and estate con- 
servation for women of means. 
service will not be limited to women. 
Miss Olsen for many years conducted 
a high-grade employment agency in 
Philadelphia, following long service as 
personnel director of Sears, Roebuck & 
Co. She joined the Stevenson agency 
in February, 1930, soon taking a high 
place among the leading women _pro- 
ducers of the agency, and in 1933 lead- 
ing them all. 

*x* * * 
KNIGHT AGENCY’S BIG RECORD 


The Charles B. Knight Agency, gen- 
eral manager for the Union Central Life 
in New York City, has forwarded to 
the company the largest amount of 
submitted ‘business since November, 
1931. For the week of April 6-12, the 


The |« 





total submitted business forwarded was 








$1,467,225. This figure has not been 


AS SEEN FROM NEw YORK 


By R. B. MITCHELL 





exceeded since the week of Nov. 5-12, 
1931 when $1,469,180 was submitted. 
From March 1, to April 11, $2,232,209 
of annuity business was written by the 
agency. This is the largest volume o 
annuity business written in its history. 


Changes in Titles Announced 


The Bankers Life of Iowa announces 
a number of changes in titles among 
its official staff, which do not involve 
any change in duties. : 
. W. Jaeger, vice-president and di 
rector of agencies, becomes vice-pres 
dent. Dr. Ross Huston, medical diret- 
tor, is made vice-president and medical 
director; R. B. Alberson, general cout- 
sel, becomes vice-president and general 
counsel, while Actuary E. McConney 5s 
now vice-president and actuary. : 
Warters has been advanced from assist- 
ant actuary to associate actuary. 


Rogers Indiana President 


At a meeting of a special committee 
representing the Indiana State Assoc 
ation of Life Underwriters, Homer & 
Rogers, Indiana manager Equitable 
Life of New York, was elected pres 
dent, H. A. Luckey, general agent Lit 
of Virginia, vice-president, F. P. Hus 
ton, Insurance Research & Review: 
secretary and L. G. Ferguson, manage! 
Phoenix Mutual Life, treasurer. 
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Meeting of Life Office 
Management People Held 


(CONTINUED FROM PAGE 1) 


H. F. Fathauer, planning supervisor, 
Lincoln National Life, spoke on funda- 
mental principles underlying the plan- 
ning of Office routines, listing some of 
the more common errors in unstandard- 
ized offices which produce inefficiency. 
The program to be adopted, he said, 
should provide for a complete analysis 
of all functions. 

Peter Griswold, assistant secretary 
Aetna Life, described that company’s 
employes’ loan fund and other similar 
plans. It has had the dual advantage of 
helping financially distressed employes 
and in many cases enabling them to get 
on a sound budgetary basis, where lack 
of this was a contributing causse in their 
difficulties. d 

The closing session was devoted to 
the various applications and possibilities 
of budgetary control, both in the home 
ofice and in the field. Speakers were 
G. A. Hardwick, vice-president and 
comptroller, Penn Mutual; F. P. Sam- 
ford, president Liberty National; F. R. 
Gale, comptroller Continental Amer- 
ican; and R. W. Simpkin, agency assist- 
ant Connecticut Mutual Life. 


Proportion of Dissenters 
to Hercules Deal Is Small 


(CONTINUED FROM PAGE 4) 


The Hercules has made two appoint- 
ments, M. A. McGrath, Cleveland and 
J.S. Atkins, Toledo, as agents in charge 
of the business in that state, and S. P. 
Wiley, Berkeley, Cal., as agent. Mr. 
Atkins was agent of the Michigan Mu- 
tual and National Life, U. S. A., for 38 
years and Mr. Wiley was formerly an 
agent of the National Life, U. S. A. 

Cash and loan values of the four or- 
dinary forms of the Hercules just placed 
on the market are presented below: 


Ordinary Life 
-—Cash Value—End Year—, 
3 10 1 0 





MoS unis men 


253.58 
260.73 
3 267.78 
274.68 


177.43 
181.62 
184.75 
188.59 


245.97 
251.75 














Age 5 10 
$ $ $ $ 
gee eee 33.27 90.09 257.70 476.26 531.04 
Oe cessins 34.59 “92.52 263.81 486.77 542.58 
34 35.95 95.19 270.08 497.52 554.30 
fs ‘ 508.49 566.15 
519.67 578.13 
531.04 590.21 
542.58 602.39 
554.30 614.63 
566.15 626.92 
578.13 639.24 
590.21 651.55 
602.39 663.83 
614.63 676.07 
626.92 688.24 
639.24 700.30 
651.55 712.23 
663.83 724.01 
676.07 735.60 
688.24 746.98 
700.30 758.13 
712.23 769.04 
724.01 779.72 
735.60 790.18 
746.98 800.48 
758.13 810.62 
769.04 820.64 
779.72 830.54 
790.18 840.32 
800.48 849.97 
20-Payment Life 
ite ct eae 4.90 35.51 123.10 234.35 370.55 
1 eae 5.36 36.58 125.92 239.27 377.95 
Lf REET 5.83 37.69 128.84 244.36 385.59 
1 | es 6.31 38.84 131.85 249.61 393.49 
3 Re 6.80 40.01 134.97 255.04 401.63 
EROS 7.32 41.22 138.19 260.65 410.03 
1 ee 7.84 42.49 141.52 266.44 418.69 
MRe e eee 8.40 43.81 144.97 272.42 427.62 
) See 8.97 45.15 148.53 278.58 436.81 
| en 9.55 46.56 152.20 284.93 446.28 
mec ad 10.17 48.00 155.99 291.48 456.00 
a 10.79 49.48 159.90 298.21 466.00 
Ct Pe 11.43 51.03 163.93 305.13 476.26 
Mae cea 12.11 52,62 168.10 312.25 486.77 
PSE 12.80 54.26 172.36 319.58 497.52 
PEs Oe as 13.52 55.95 176.77 327.08 508.49 
: : Sees 14.24 57.69 181.28 334.78 519.67 
) ha 14.99 59.49 185.92 342.65 531.04 
ake aos 15.78 61.35 190.70 350.70 542.58 
Caen ae 16.76 63.25 195.61 a i 
BOtee wees 17.80 65.20 200.63 
| See 18.88 67.21 205.78 
1 REE 19.99 69.27 211.03 
BOs cieene 21.13 71.40 216.39 
Pe 22.31 173.58 221.84 
| a 23.53 75.83 227.35 
CS Sera 24.80 78.13 232.88 
> Soe 26.09 80.71 238.44 
43 . 27.41 83.35 244.00 
a c 86.02 249.53 
88.70 255.02 
91.38 260.44 
94.04 265.79 
96.68 271.05 


BO edness 43.93 115.00 304.57 

| Soe 45.34 117.57 308.70 

eee 120.13 312.63 
eee 48.15 122.65 316.27 539.68 830.54 
Ws ise ae 49.55 125.15 319.63 543.49 840.32 
(| Beene 50.95 127.62 322.67 546.89 849.97 


Kohn Made Deputy Manager 


Eugene Kohn, home inspector in the 
division E of the Western & Southern 
Life, has been appointed deputy man- 
ager at Chicago-Lake View. He was 
formerly superintendent at Irving Park, 
Chicago. 
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OUR METHOD 


of establishing 


and promoting 


General Agencies has proven to 


be fundamentally sound from the 


standpoint of 


and agency. . 







both company 


We are particularly interested in further 
development in lowa, Ohio and Pennsyl- 
vania. If you are interested, we invite your 
correspondence. 

















Strong 





— 


E. S. ASHBROOK 
President 





Are You Willing te WORK for « Compeny Which Is Willing to WORK with You? 


JOHN H. McNAMARA 
Founder 


2) 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 






Progressive 








PAUL McNAMARA 
Vice-President 

















DR. JOHNSON 
PRESCRIBES 


“Ye who listen with credulity to the whispers of fancy 
and pursue with eagerness the phantoms of hope; who ex- 
pect that age will perform the promises of youth, and that 
the deficiencies of the present day will be supplied by the 
morrow—(attend the history of Rasselas, Prince of Abys- 


sinia).” 


Thus Dr. Johnson in his 18th century classic, “Rasselas.” 
Having substituted for the words in parentheses some 


wares? 





President 


appropriate reference to life insurance, how might 
derwriter more comprehensively cry the reasons for his 


the un- 


The Life Insurance Company 


of Virginia 


RICHMOND, VIRGINIA 
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Locating Primary Interest 
of Prospect Is Important 





(CONTINUED FROM PAGE 1) 


Not only is life and disability insur- 
ance the only possibility but it stands 
alone as the one estate to be purchased 
on the installment plan in which, if 
death or disability arises after a single 
payment, the plan automatically com- 
pletes itself. 

With life insurance is offered through 
settlement options the benefit of the 
management, care and investment of 
this unique estate. 

This insurance estate more than prac- 
tically any other is accorded special 
benefits in the way of exemption from 
taxes and claims of creditors. 

At the very interview in which an 
agent offers all this, the picture of this 
man’s family throughout their life can 
be analyzed and sums provided and set 








aside to meet all the circumstances that 
may reasonably be expected to arise in 
the future. 

A. H. Motley of the advertising de- 
partment of the Crowell Publishing Co., 
Detroit, gave a number of valuable sales 
ideas. 

A cultivated taste for reading should 
make it practicable for a life insurance 
field man, even though he may have no 
interest in life other than to sell, to 
make the best use of the Socratic 
method of obtaining needful informa- 
tion directly from the prospect, obtain 
and keep control of the interview with- 
out either creating resentment or build- 
ing up resistance, to become individual- 
istic but not egotistic that the prospect 
finds the solicitor interesting, and to 
build up confidence in oneself, a feeling 
of reliance lessening tension that fre- 
quently prevents closing, Max Hemmen- 
dinger of the Mutual Benefit Life at 
Newark stated in an address. 
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Lv. St. Paul 7:30 A. M. 


Lv. Chicago 4:30 P. M. 


CITY TICKET OFFICE: FRANKLIN 8220 





Via Northwest Airways 


FAST AIR SCHEDULES 


Fine New Lockheed Orion Transports 


Twin Cities 2!/4 Hrs. $30.00 round trip 
Spokane 12 Hrs. $115.00 round trip 
Seattle 15!/> Hrs. $135.00 Round Trip 
Orion Schedule to Chicago 


Ar. Chicago 9:45 A. M. 
Orion Schedule from Chicago 


Ar. St. Paul 7:25 P. M. 
Hamilton Plane Leaves Chicago 9:15 A. M. 
Hamilton Plane Leaves St. Paul 6:45 P. M. 

Hamilton Plane Leaves Minneapolis 7:00 P. M. 








Lv. Mpls. 7:45 A. M. 


Ar. Mpls. 7:10 P. M. 


Inc. 
AIRPORT OFFICE: GROVEHILL 1400 











Men Wanted — Reliable and Trustworthy Men To Sell 


The United Six-Way Protection Contract 


All in ONE POLICY: 


1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 
2 IF YOU DIE BEFORE AGE 65—it will pay your family 35,000. 
3. IF ANY FATAL ACCIDENT should occur to you—it will pay your 


family $10,000. 


4 IF CERTAIN FATAL ACCIDENTS should occur to you—it will pay yeur 


family $15,000. 


5. IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 
you $50.00 per WEEK for 52 WEEKS, and $25.00 pe 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. 

(Non-Cancellable) 
(Non-Proratable) 


IN ADDITION: 


6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 

will be relieved of the necessity of making any further premium de- 
ts. Then at age 65 you will receive $5,000, just as though you had 
continued to make deposits yourself. 
the FULL FACE VALUE of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


posits. 


Write—Agency Department 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 


r WEEK thereafter. 


In the event of your prior death 








Duffield Launches 
Prudential Rally 


(CONTINUED FROM PAGE 1) 


ment bonds and cash holdings by $95,- 
000,000.” 

Don’t worry about farm loans, was 
the advice of Vice-president A. 
Woodruff. 

“I feel that I can conscientiously re- 
peat the statement I made some years 
ago that farm loans are one of the best 
investments offered,” he said. . 

The company has experienced an in- 
creased demand for foreclosed property 
and there has been a distinct improve- 
ment in the renting market as well, he 
said. The Prudential has established a 
system of loan branch offices instead of 
loan correspondents, 25 such offices hav- 
ing been established. 

Loans and surrenders have shown a 
decided improvement, the Prudential’s 
figures for the first three months of the 
year running almost identical with the 
figures for the corresponding period 
three years ago, Vice-president R. H. 
Bradley said. The company has also 
instituted improvements in its handling 
of policy loans and surrenders, cutting 
down the time of handling very materi- 
ally. Mr. Bradley paid particular trib- 
ute to the superintendents for their 
handling of funds during the bank holi- 
day last year when the usual routine 
procedure was disorganized. In spite 
of the difficulties of that period 87 per- 
cent of the industrial premiums during 
that time were collected and the total 
amount of money unaccounted for be- 
cause of the upsetting of routine was 
only $67.50. 

Mr. Bradley’s announcement that dis- 
trict office cashiers will henceforward 
be empowered to sign claim checks in 
the absence of the superintendent, there- 
by speeding claim payments, was ap- 
plauded by the assemblage. 

James F. Little, vice-president and 
actuary, called attention to the poor per- 
sistency of replaced business and 
pointed out that a policyholder who is 
in financial straits does better to retain 
his loaned-on insurance rather than to 
replace it with new, since there will be 
an increase in cash value on the old pol- 
icy to help him pay the next premium, 
whereas the new insurance would have 
little or usually none whatever. The 
bad lapse record of policies replacing 
loaned-up insurance indicates, he said, 
that many policyholders are still in bad 
financial shape when the next premium 
comes due. 


Defends Industrial Cost 





Mr. Little punctured the illusion fos- 
tered by writers of attacks on industrial 
insurance that weekly premium business 
is needlessly high-priced. A somewhat 
higher cost is inevitable, he said, be- 
cause of the small unit of sale, just as 
it costs more to buy coal by the pail 
than by the ton. The collection of pre- 
miums, when they must be collected 
weekly and in small amounts, makes the 
house-to-house method the most eco- 
nomical, he said, pointing out the ex- 
pense that would result if industrial 
policyholders paid their premiums as 
ordinary policyholders do, sending in a 
20-cent premium with a 3-cent stamp 
and the company having to use another 
3-cent stamp to send back a receipt, to 
say nothing of the vast increase in ac- 
counting and clerical work that this 
method would entail. 

Another factor which makes indus- 
trial insurance seem more expensive is 
the higher mortality among this class 
of policyholders which results in part 
from a higher death rate as a popula- 
tion group and in part from the small 
unit of sale, which makes it imprac- 
ticable to utilize medical examinations 
to improve selection, Mr. Little said. 
This merely means that while the pol- 
icyholder pays more for his insurance 
he gets it back sooner as a death claim. 
Much of the unfavorable comparisons 
which industrial insurance is subjected 








are handled, he said, adding that th 
Prudential’s ordinary 20-year endoy. 
ment for $1,000 issued at age 10 pai 
back $190 more than was paid in dy. 
ing the period, while an industrial 9. 
year endowment policy for a lik 
amount at that age paid back $280 mop 
than was paid in, but pointed out thy 
this did not signify that the industri 
policy was necessarily a_ better buy 
under those conditions. 

Vice-president G. W. Munsick calle 
attention to the company’s advertising 
and mentioned the advertising being 
done by other companies. He urge 
that superintendents make more inter. 
sified use of the company’s advertise. 
ments, bringing each to the attention of 
their agents. Most of the good tha 
results from advertisements is indirect, 
he said, as the business which comes jp 
to an office solely through the mediuy 
of an ad is likely to prove poor in mor. 
tality. 


Southern Conservation Meet 


Is Held at Greensboro, N. (. 


The first conservation conference 
ever held in the south was conducted by 
John Marshall Holcombe, Jr., manager 
Life Insurance Sales Research Bureau, 
Fifty officials of various southern life 
companies attended. Assisted by Ken. 
neth Miller, bureau consultant, Mr. Hol- 
combe presented a program of real in- 
terest to those concerned with problems 
of conservation peculiar to southern ter- 
ritory, opening with a talk on the con- 
servation problem of today. Mr. Mil 
ler led a general discussion on the 
bureau’s recent analysis of the underwrit- 
ing of business from the persistency 
standpoint, which brought out that it is 
possible to predetermine persistency of 
business. The study was based on ac- 
tual records of five companies. 

T. J. Hammer, Protective Life of Bir- 
mingham, led the discussion on policy 
loan repayment plans. He brought out 
that this is an opportune time to go 
after repayments. The playlet, “What 
Price Policy Loans,” was staged by 
several Pilot Life employes. Rewriting 
of business was discussed by W. D. 
Owens, Lamar Life. The general opin- 
ion of the group was that the interest 
of all would be better served if com- 
panies and agents would steer clear of 
rewriting practices. A general discus- 
sion of such subjects as premium col- 
lection procedure and_ reinstatement 
plans followed. 

Mr. Holcombe said conservation con- 
ditions in the south are very favorable. 
He urged increased activity in showing 
agents the value of good business. 

It was decided to hold the next south- 
ern conservation conference in Rich- 
mond in 1935, the exact date to be se- 
lected later. 


Executive Committee’s Plans 


NEW YORK, April 19.—The exect 
tive committee of the National Associa 
tion of Life Underwriters will meet 
April 28 at the Hotel Netherland-Plaza 
in Cincinnati. It will be preceded by 
the board of trustees meeting April 27, 
Past President C. C. Thompson of Se 
attle, chairman of the executive commit 
tee, will preside at that body’s meeting, 
while the trustees’ session will be com 
ducted by President C. Vivian Andet- 
son of Cincinnati. 

No outstanding issues are scheduled 
for discussion at the executive commit 
tee meeting. It is expected that it wil 
be devoted largely to routine business. 
One of the matters which are likely ' 
be brought up is the compensation 4 
rangement of the Hercules Life, the 
Sears, Roebuck company which reir 
sured the National Life, U. S. A. 


Hold Conference in St. Paul 


ST. PAUL, April 19—More than_100 
agents of the Provident Mutual Lite 
conducted their annual conference ™ 
St. Paul. The St. Paul, Duluth and 
Minneapolis agencies showed a gain ° 
35 percent for the first quarter of the 
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SALES IDEAS AND SUGGESTIONS 








Many Life Selling Points Brought 
Out by Leaders and Sales Experts 
at Detroit’s Annual Sales Congress 


DETROIT, April 19.—Many phases 
of life insurance selling were covered 
at the annual sales congress of the 
Qualified Life Underwriters in Detroit 
with more than 650 in attendance. 

President C. A. Macauley, state agent 
John Hancock Mutual Life, opened the 
session. J. Arthur Pino, Mutual Bene- 
ft, Lansing, state president, responded. 
G. E. Lackey, general agent Massa- 
chusetts Mutual and chairman of the 
program committee, introduced a group 
of leading Detroit producers. 

Louis J. Zettler, superintendent of 
agencies of the Metropolitan Life, 
pointed out the great competition for 
the American public’s dollar. The aver- 
age citizen is looking for a place to 
put his dollar where it will earn a rea- 
sonable amount of interest with abso- 
lute security, and the life insurance busi- 
ness offers the best repository for it, 
he declared. 


Masked Business Man 
Gives His Reactions 


A novelty feature was the introduc- 
tion of a prominent Chicago business 
man not in the insurance business as 
“The Man With the Mask,” who gave 
the reaction of the average prospect to 
some of the objectionable methods of 
underwriters and companies. “I know 
that I, the public, have not done right 
by my family in affording them the 
protection to which they are entitled 
and my conscience bothers me, but I 
resent having it brought so forcefully 
tomy attention even while I know that 
you are right. That is one reason why 
I don’t buy insurance when I should. 

“You approach me sometimes as a 
mountebank, misrepresenting your vo- 
cation to my secretary and get launched 
into your story before I know what you 
are driving at. I resent that and don’t 
buy even if I need the insurance. You 
make mysterious promises of vitally im- 
portant information, and often enough 
you don’t give it to me. You talk a 
lot sometimes but don’t tell me what 
I want to know. 


Study Business So as 
to Render a Real Service 


“The public thinks that the companies 
place a rate book and application blanks 
in the hands of inexperienced men and 
send them forth to take care of my 
needs. You should study your busi- 
ness and mine so you can render me a 
teal service instead of just selling me 
life insurance in order to make a com- 
mission. You don’t always sell me the 
Policy that is best fitted for my needs.” 

The speaker lit into company men 
for careless selection of agents, point- 
ing out that only men and women of 
the highest character and ability should 
e employed in work that means so 
much to the public. 

W. S. Smith, with the Massachusetts 
Mutual in St. Louis, spoke on “Time 
Control,” pointing out that absolute 
control of the hours of the day is neces- 
sary in insurance selling. Any plan 
of time control is good if you work it, 
he asserted. Selling insurance is 75 
Percent knowledge and 25 percent horse 
sense, he said. The three precepts that 
every underwriter should keep in mind 
are: Study, plan and fight. Quotas 
should be built on premium income 
rather than face value, he declared, and 
Pointed out the value of soliciting 
older men, men ranging from 55 to 65 
years old on whom the premium is 
high. Mr. Smith interviews prospects 
In the morning and devotes the after- 





noon to planning, prospecting and serv- 
icing. He advised underwriters to con- 
sult with others in their agencies for 
mutual help. People buy what they 
want rather than what they need, he 
said, and it is up to the life underwriter 
to make them want what they need. 


Life Insurance Is the One 
Answer to Economic Problems 


S. B. Martin of the John Hancock 
Mutual Life in- Columbus gave an in- 
spirational talk on “Solving Life’s Prob- 
lems” in which he pointed out his phi- 
losophy of life and showed how life in- 
surance is the one answer to the eco- 
nomic problem of providing protection 
for the family, of insuring the fact that 
the children will have “a little red wa- 
gon and little red boots’ when the 
breadwinner is out of the picture. 

“Life insurance selling is no business 
for the weakling,” asserted L. L. Mont- 
gomery, Chicago sales consultant, talk- 
ing on “Building a Sales Vocabulary.” 
“This business requires a fighting vo- 
cabulary. For example, when speaking 
of a young man who has children to 
look after, speak of it as an ‘acute de- 
pendency.’ That impresses the serious- 
ness of his obligations upon him and 
helps to motivate the sale. Don’t say 
‘death’; say ‘in the event you are unable 





to see your plans through personally.’ 
This phrase is just as forceful and is 
much more pleasant.” 

A beginners’ clinic was conducted 
under the auspices of the Detroit Life 
Insurance Supervisors’ Association, 
with A. J. Hanson, New York Life 
agency organizer and chairman of 
the organization, presiding. John 
S. Cooper, Northwestern Mutual Life, 
talked on “Planning My Day’s Work.” 
“When I started in business I spent 
plenty of time in the field but I flound- 
ered around and seemed to get no- 
where,” said Mr. Cooper. “I lacked a 
plan. As soon as I corrected this defi- 
ciency my production began to pick up 
immediately. I always plan my day’s 
work the evening before, listing my 
calls and data for use in the interview 
with each. I always stick to the sub- 
ject of life insurance in the interview. 
The prospect’s time is valuable and so 
is mine. I find they appreciate it, and 
have more respect for me. If the inter- 
view fails, I try to analyze it and see 
where I failed so that I may avoid the 
same pitfall next time. I see all policy- 
holders at least twice a year, well ahead 
of the age change. I know that others 
may have these men on their lists and 
I want to beat them to the interview.” 

Wilbur Schlaff, 26-year-old agent of 
the Travelers who has closed 26 cases 
since Jan. 1, talked on “Planning Per- 
sistence.” “My motto in calling on pros- 
pects is ‘no application, no dough,’ so I 
go after him with hammer and tongs,” 
says Mr. Schlaff. “I check on the pros- 
pect as carefully as possible before each 
call. I don’t waste any time in pre- 
liminaries, but give them both barrels 








Opportunities Are Increasing 








Opportunities for life agents are in- 
creasing much faster than the national 
income itself, Prof. W. B. Bailey, econo- 
mist Travelers, declared in a talk at the 
Chicago sales congress this week. A 10 
percent increase in national income at 
this time may mean 100 percent increase 
in money available for purchase of life 
insurance. 

“In my opinion,” Dr. Bailey said, “we 
should see a rapid increase in the sale 
of life insurance from now on. The 
American public is sold on life insurance 
as never before. The competition of 
other investment media has shrunk to 
almost nothing. It has been only the 
lack of money to pay for new life insur- 
ance which has held back sales in the 
past year. That deficiency is being rap- 
idly remedied. The surplus available for 
the purchase of life insurance is now in- 
creasing much faster than the national 
income as a whole. Nothing can stop 
a rising tide of life insurance sales under 
such circumstances. 


Cites Huge Reduction in 
National Income in 1932 


“Tt is estimated that the national in- 
come of the American people dropped 
from about ninety billion in 1929 to less 
than forty-five billion in 1932. In other 
words, it shrunk to less than half of the 
1929 level. During that period the sale 
of consumers’ goods decreased only 15 
or 17 percent. But the sale of durable 
goods, paid for out of savings or by the 
raising of investment capital, is reported 
to have shrunk to about 20 percent of 
the 1929 level. What does this mean to 
the insurance salesman? 

“Simply that as wages, salaries and in- 
vestment income decreased, the recipi- 
ents of these incomes could not reduce 
their expenditures for consumers’ goods 
to any marked extent, because they had 
to buy food and clothing in order to live. 
Their expenditures for consumers’ goods 
were like a fixed overhead charge 


which had to be carried on, no matter 
what happened to their incomes. 





“But what they were forced to do was 
to cut down their purchase of durable 
goods such as automobiles, new homes, 
etc., and also the money invested in life 
insurance and securities. As a matter 
of fact, in many cases income was re- 
duced to such an extent that after the 
necessities of life were purchased, there 
was nothing left over for investment in 
life insurance or for the purchase of dur- 
able goods. 

“Perhaps by taking a specific example, 
I can make this a little mere clear. Here 
is a man who in 1929 was earning $4,000 
a year. Three thousand out of his $4,000 
was needed to buy the necessities of life 
for his family. The fourth thousand was 
available for investment in life insur- 
ance, securities, or could be used to fi- 
nance the purchase of a new home, new 
furniture or a new car. 

“Suppose his income is reduced by 25 
percent, what does he do? He can’t re- 
duce the amount spent for necessities by 
very much because his family must con- 
tinue to be properly fed, clothed and 
sheltered; so he must compensate for 
this thousand dollar loss of income by 
virtually wiping out his margin for in- 
vestment. 


Little, if Any, Investment 
Margin Was Left People 


“In this case, the thousand dollar loss 
in income would wipe out his entire mar- 
gin for investment and the only way he 
could continue to pay premiums on such 
life insurance as he might be carrying 
would be through such benefit as he 
might receive from the drop in the cost 
of living lowering his expenditures for 
necessities. 

“As the average income for the coun- 
try as a whole was reduced more than 
25 percent, you can see why there has 
been little margin for the purchase of 
new life insurance during the past few 
years. 

“I have taken the trouble to explain 
exactly what happened to margin for 
investment when income is reduced be- 
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At the luncheon-meeting of the Los 
Angeles C. L. U. chapter, A. M. Davis, 
Provident Mutual, and J. R. Mage, 
Northwestern Mutual, gave their views 
on business conditions, based on recent 
experiences in the field, and methods 
successfully used in meeting objections 
and increasing production. H. D. Les- 
lie, Northwestern National Life, dis- 
cussed qualifications of the chartered 
life underwriter. 

*x* *k * 


S. C. Brennan, president of the Wich- 
ita (Kan.) C. L. U. chapter and one of 
ten men holding the distinction in Kan- 
sas, has joined the home office agency 
of the Farmers & Bankers Life of 
Wichita. Clayton Mammel, C. L. U. 
is general agent. 











right away, and always try for a close 
at the first interview. The prospect has 
to say ‘no’ at least four times before I 
leave. It pays. I start on a prospect 
by sending him literature supplied by 
the home office, then I telephone for 
an appointment and keep after him until 
I sell him or make up my mind that he 
is hopeless. One thing that has helped 
me a great deal and was largely re- 
sponsible for closing 26 cases since the 
first of the year is that I always talk in 
terms of income rather than principal 
sum. It sounds like a lot less and 
doesn’t scare him before I have a 
chance to tell him the whole story.” 

H. P. Trosper, million-dollar pro- 
ducer of the New York Life, talked on 
“Planning and Prospecting in 1934.” 
“Prospecting is just the same today as 
it was in previous years,” said Mr. 
Trosper. He has always used the in- 
terrogation system of interview, finding 
that it keeps the prospect’s interest best. 
He uses centers of influence in develop- 
ing prospects. He related how he got 
acquainted with a man in a hotel one 
night, sold him a $2,500 policy and from 
him got the names of several other men 
to whom he sold a total of $450,000 the 
next year. 

N. H. Seefurth, president Seefurth 
Service, Chicago, gave “Some Sugges- 
tions for Self Development.” “The 
modern underwriter needs to put more 
dramatics into his sales presentation,” 
said the speaker. “Many prospects who 
should buy insurance don’t because the 
need is not shown them dramatically 
enough,” he said. A salesm2n who fails 
does so because he is either unfitted for 
selling, does not work or does not work 
right. Mr. Seefurth also conducted a 
clinic. 








cause it helps to explain what is hap- 
pening now that incomes are increasing 
again. 

“Take our man who formerly earned 
$4,000 a year, but was reduced to $3,000 
during the depression. That 25 percent 
cut wiped out most of his margin for 
investment and life insurance. Thanks 
to the drop in the cost of living, his 
living expenses which were $3,000 in 
1929, may have been reduced to $2,700, 
leaving him just about enough to keep 
his present life insurance in force. 

“Suppose he receives a 10 percent in- 
crease in pay; does this mean merely a 
10 percent increase in his ability to buy 
new insurance? No! That $300 in- 
crease actually doubles his premium pay- 
ing capacity. Previous to the increase 
his income had been $3,000, his living 
expenses $2,700, leaving him a margin 
of $300. But when his income is in- 
creased to $3,300 his margin for invest- 
ment and the purchase of durable goods 
jumps from $300 to $600, or doubles.” 
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L. B. BISHOP’S COLORFUL CAREER CLOSES 








(CONTINUED FROM PAGE 2) 


$400,000 and $500,000 a year as long as 
he was actively in the field. He seldom 
wrote large cases. His clients as a rule 
carried small policies. He followed some 
fundamentals in soliciting. In all his 
contacts he added names to his list. He 
was prominent in the Y. M. C. A,, in 
the Swedenborgian church, in social life, 
in his club, etc. He never met a man 
that he thought was able to carry in- 
surance unless he jotted down his name, 
got something about him and in about 
two months after he met him he would 
visit him. Mr. Bishop was not a high 
pressure salesman. His life insurance 
selling was largely a matter of sugges- 
tion. He put into the mind of the 
prospect questions that Mr. Bishop 
wanted the prospect to ask himself. He 
hinted at what he thought was the right 
thing for the prospect to do. Every 
evening before he left his office Mr. 
Bishop had a list of names on that pe- 
culiar narrow paper that he had and on 
these people he was to call the next day. 

In his sales work he kept far, far 
away from competition. Mr. Bishop in 
talking to his agents told them to avoid 
competition. He urged them never to 
talk about any other company. If an 
agent found that he was in competition, 
Mr. Bishop advised him simply to leave 
rates and a little program and get away. 
It was his idea that when an agent got 





in competition he wasted a lot of prec- 
ious time and did not arrive anywhere. 
He kept in close contact with his pol- 
icyholders and kept increasing their line. 
He nursed them successfully and they 
were his greatest asset. 

In the old days Mr. Bishop was a 
fine looking man. He was tall, straight 
as an arrow, with jet black hair and 
mustache. He was full of vitality and 
energy. He was a zealot in everything 
he undertook. He was animated and 
impressive. He had been in business 
since he was 15 years of age and for 
60 years was actively on the firing line. 
When he started in the Treese Smith 
agency of the Massachusetts Mutual, 
one soon found that the agent was big- 
ger than the manager. Mr. Bishop had 
a magnetism that drew people to him. 
He was intensely interested in people. 
That was the reason that impelled him 
to get back to Chicago and have a last 
word and a final handshake with some 
of his old friends. 

He was twice president of the Chicago 
Life Underwriters Association and there 
has never been a greater spokesman or 
a stronger adherent of the association 
movement than Mr. Bishop. He credited 
the great advances of the business in 
the field to association activities. Just 
10 days before he died he had before 
him the bill for dues of $12 to the Chi- 
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CALIFORNIA 


MISSOURI 








Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
SAN FRANCISCO LOS ANGELES 


ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. “i. Jefferson City, 


an 
800 Security Building, Kansas City 











ILLINOIS 


NEW YORK 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1218 


CHICAGO, ILLINOIS 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 




















L. A. GLOVER & CO. 


Consulting Actuaries 








Audits Investigations 


FERGUSON, DANIELS & PORTER 
Accountants and Actuaries 














CONSULTING ACTUARY 
Author “A System and Accounting for @ Life 
— Ly peel 
Legal Reserve, Prerenl” na | Businese— 
ensions 
orth La Salle Street 


226 N 
Phone Franklin 6559 Chicago 





128 North Wells Street, Chicago 102 Maiden Lane 
Life Insurance Accountants New York, N. Y. 
Statisticians Organization Management 
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cago Life Underwriters Association. He 
said to Mrs. Bishop and a caller that 
he hoped that those dues would be paid 
from year to year and that his member- 
ship in the Chicago association could 
be perpetuated after he was dead. That 
was significant of Mr. Bishop’s feeling 
for the organization and just another 
evidence of the unusual in his thought 
and make-up. 

Mr. Bishop was an ardent Sweden- 
borgian. Ecclesiasticism did not appeal 
to him at all. He was not interested in 
the traditions, the trappings or the 
formulae of religion. Religion to him 
was a sort of vital philosophy which bet- 
ter orientated people to their associa- 


tions. He was progressive in his 
thought He cast aside all barriers to 
reach clear, logical, conclusions. He 


himself had a bust of Swedenborg made 
by a sculptor and presented it to Lin- 
coln park in Chicago, where it is placed 
on the island. 


There Were Giants in 
the Old Chicago Days 


In the days when Mr. Bishop was in 
his prime he was dynamic at those great 
Chicago Association of Life Underwrit- 
ers meetings in the days when the mem- 
bership was rather small but composed 
of men of great quality and stature. Mr. 
Bishop reigned in the days when D. M. 
Baker, Pacific Mutual; H. S. Dale, 
Union Mutual; Ben Williams, State 
Mutual; C. B. Soule, Union Central; S. 
W. Fowler, Union Mutual; Fred B. 
Mason, Aetna Life; W. D. Wyman, 
Berkshire Life; Dr. S. L. Fuller, Wash- 
ington Life; John K. Stearns, Connecti- 
cut Mutual; C. H. Ferguson, Mutual 
Life of New York, W. N. Sattley, Man- 
hattan Life, and others of like mold con- 
stituted the membership. 

Mr. Bishop touched life at many 
points. He was interested in many 
movements outside of his business. He 
was vice-president of Mt. Hope Ceme- 
tery Association of Chicago for many 
years. He was a former president of 
the New England Society in Chicago, a 
former president of the Kenwood Parish 
Club. He was a director of the Cen- 
tral Howard Association. He took a 
great interest in the home and foreign 
mission board, the Hamilton Club of 
Chicago, Y. M. C. A., the Chicago Art 
Institute, the English Speaking Union, 
the Society of Mayflower Descendants 
and the Swedenborgian organization. 

He was a herald in many movements 
not only in life insurance but in outside 
activities. He was always found in the 
front ranks and never in the rear. He 
was always a leader rather than a fol- 
lower. 


Eight Companies Sued to 
Cancel $1,850,000 Policies 


Suit to compel the New England Mu- 
tual and seven other companies to can- 
cel three policies written on lives of 
three employes of the Foxboro Com- 
pany of Foxboro, Mass., in total face 
value $1 ,850,000, has been started in the 
Suffolk superior court, Boston. The 
ae were written on the lives of B. 

O. Bristol, assistant superintendent, 





ti salary was $450 monthly, in 
amount $1,025,000; R. A. Bristol, as- 
sistant superintendent, salary $450 


monthly, in amount $1,020,000, and W. 
W. Frymother, head research depart- 
ment, salary $223 monthly, for $100,000. 

The Massachusetts Mutual had can- 
celled two policies on the Bristols, for 
$150,000 and $145,000. The New Eng- 
land Mutual, the Foxboro Company 
claims, was given $43,255 to pay first 
year premium, recovery of which is 
asked on the contention the first prem- 
ium was not to be paid until the con- 
tract had been formally ratified. The 
insurance company claims the policies 
have been issued and are in full force. 

Attorneys for the Foxboro Company 
declare the policies are gambling con- 
tracts in an amount greater than any in- 
surable interest the employing company 
has in them. It is said the insurance is- 
sued is about equal to assets of the Fox- 
boro Company. 




















BE Vee on iN 
Common Groun 


A man away from home on busi- 
ness is interested in restful sleep, 
good food, attentive service, and 
facilitation of his business so he can 
get home as soon as possible. 












We meet such men on common 
ground, for it has been our privilege 
for more than two generations to 
provide tired men of affairs with 
cheerful rooms and soft beds; to set 
as excellent a table as the country 
affords; and to attend with courtesy 
to the slightest wish of every guest. 
All our rooms have private bath, 
shower, and_ circulating ice-water. 
Plenty of singles at $3. 







We are most convenient to 
Boston’s insurance district. 







Glenwood J. Sherrard 
President & Managing Director 
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